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EQUITABLE income SETTLEMENTS 





IN 1935 


34% 


OF 
EQUITABLE 
ORDINARY 
DEATH CLAIMS 
WERE SETTLED 
ON A 
LIFE INCOME 
AN 
INTEREST INCOME 
OR A 
FIXED INSTALLMENT 
BASIS 






























During the past seven years there has been a substan- 
tial increase in the number and amount of Equitable 
death claims settled on an Income instead of on a 


Single Cash Sum basis. 


In 1929, only 10% of the Equitable’s total Ordinary 
death claim disbursements represented Income and 


Installment payments. 


In 1935, over 34% of the $54,426,000 Ordinary death 
claims incurred by the Equitable was, by stipulation 
of the insured or the request of the beneficiary, made 
payable under supplementary contracts involving 
either a Life Income, an Interest Income, or a Fixed 


Installment settlement. 


This large increase in Income settlements is due largely 
to the educational activities of both Home Office and 
Agency Forces in acquainting policyholders and bene- 
ficiaries with this service. Concurrently with the de- 
pression of recent years a desire to obtain the best in- 
come consistent with safety has developed, and has 
undoubtedly contributed in some measure to the growth 
in supplementary contract settlements. 


While certain types of policies—such as business in- 
surance contracts and mortgage redemption policies 
—should be made payable in a single sum, policies that 
are taken for purposes of family protection may well, 
in the vast majority of cases, be settled on some form 
of Income basis. It is gratifying to note the definite 


trend in this direction. 
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In calm and storm, the lookout’s reassuring 
cry ““All’s Well!” brings comfort and courage. 

Stop to think about it, ships and their for- 
tunes are not unlike human experience. 

For example, someone you know, possibly 
yourself, meets the only girl, marries and settles 
down ... becomes a father. Happy in the full- 
ness of the present, tomorrow seems a long 
way off, 

But tomorrows do have a way of coming, 
bringing the bad with the good. Some day you 
may no longer be at the helm . . . and your 
family’s ship of fortune may not be calked against 
the stress of adversity. What then? 

A carefully planned program with the New 





In full color, this advertisement appears in a number of leading magazines as a part of the national advertising campaign of 


NEW YORK LIFE INSURANCE COMPANY 


York Life equips a man’s family to carry on 
. . . provides money for unpaid debts and taxes, 
or a mortgage on the home . . . a monthly in- 
come to meet the monthly bills, so the chil- 
dren may have their mother’s care through 
the “growing up” years and funds, too, for their 
education. 

All this and more, with life insurance. For 
yourself there is an annually increasing savings 
fund, the option of a life income for retirement, 
and the priceless peace of mind that comes of 
knowing “All’s Well!” with you and yours. 

Ask the New York Life man in your commu- 
nity about such a program, or write the Home 


Office at 51 Madison Avenue, New York, N. Y. 
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“All’s Welk” by Winslow Homer, Reproduced by the New York Life with permission of Boston Museum of Fine Arts. 


‘ALL'S WEiLL™ 


To the Policy-holders and the Public: 


It is the “storms” that really test the safety of 
ships and financial institutions. Well-managed 
life insurance companies have come through 
every crisis safe and staunch. 

For example, New York Life has weathered all 
the wars, epidemics and financial depressions 
that have swept the nation from time to time 
during the past gt years. In all these years the 
Company has met every obligation it assumed. 
Its past record and present strength justify con- 
fidence in the future among policy-holders and 
prospective policy-holders. 


President 


The NEW YO RK LIFE e e e A Mutual Company founded 91 years ago on April 12, 1845 


S4FETY IS ALWAYS THE FIRST CONSIDERATION ...NOTHING ELSE IS SO IMPORTANT 
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Forget Election, 
Klingman Advises 


Agents Must Make Living Despite 
Outcome, Equitable Vice- 
President Warns 


N. Y. REGIONAL MEETING 


Four “Clinics” and Open Forum Evoke 
Contributions on Today’s Prospect- 
ing and Production Problems 


SPRING LAKE, N. J., Sept. 17.—No 
matter who is elected president this 
fall, life insurance men have to make 
a living in the life insurance business 
and it is time that they take advantage 
of present opportunities and get back to 
the old methods of selling life insur- 
ance, Vice-president W. W. Klingman 
told delegates to the Greater New York 
department’s educational conference 
here. He advised his hearers to get back 
to the “horse and buggy days” of sell- 
ing. He urged a greater use of en- 
thusiasin and of personal salesmanship, 
pointing out the danger of relying too 
much on written proposals, no matter 
how complete they might be, although 
he said it was well to have such a pro- 
posal at hand. 

Mr. Klingman quoted a_ previous 
speaker, Manager W. G. Fitting, who 
said that thousands of people can work 
out a program but few can follow_ it. 
This applies more in the New York City 
territory than anywhere else in the 
country, Mr. Klingman warned. He 
stressed the necessity for keeping rec- 
ords to learn where one’s mistakes have 
been made so they can be corrected. 
For 29 years he has been making daily 
teports for his own use, Mr. Klingman 
said, Recently he sent to St. Paul for 
all the records kept while he was in 
business there. He wanted to look over 
these records to find out what procedure 
had aided him in his progress toward 
success. He did not realize the volume 
of these records until he got the bill 
for express charges, which amounted to 
Just under $30. 


Set High Goals 


Analyzing his own career, Mr. Kling- 
man said that his first ambition had been 
to pay for $1,000,000 in a single year. 
When he had accomplished that, his 
next goal was $1,000,000 in a single 
month, and after that $1,000,000 on a 
Single case. It was 17 years before he 
reached the final goal. 

Saying that the present year is one 
of the greatest in life insurance op- 
portunities, Mr, Klingman urged his 
listeners to take advantage of it by re- 
gaining their enthusiasm, otherwise they 
would be in danger of running along 
half-hearted and half-successful. He 


also urged them to seek the advice of 
their managers or unit managers or 
other agents who were better informed 
On some phase of life insurance selling. 
(CONTINUED ON PAGE 26) 





Need for Balanced Budget 
Is Stressed by M. A. Linton 


WARNS OF INFLATION DANGER 





Possible Over-Expansion of Bank Credit 
Stressed as Likely to Weaken 
Nation’s Credit 





In a message to the policyholders of 
the Provident Mutual Life, President 
M. A. Linton warns of the danger of 
inflation by expansion of bank credit 
and urges that a balanced budget be 
insisted upon regardless of which party 
wins in November. 

“The balancing of a budget whether 
it be a personal, a corporation or a na- 
tional budget is important business and 
can be neglected only at the risk of se- 
rious consequences,’ Mr. Linton said. 
“Few persons in this country have a 
greater stake in a balanced budget for 
the United States than have life insur- 
ance policyholders. 

“The essence of life insurance is a 
promise by the life insurance companies 
to pay dollars in the future when a 
given contingency shall occur. The pol- 
icyholder knows that the dollars of the 
future are going to be used to purchase 
the food, clothing and shelter that his 
dependents will need if he is called 
away by death, or that he and his wife 
will need after his earning days are 
over. 

“To maintain a sound currency a na- 
tion must live within its income. 
Emergencies may make extensive bor- 
rowing necessary in times of depression. 
However, the longer the borrowing is 
continued the graver the danger that 
the situation will get out of hand. 

“There is little likelihood that this 
country will go in for outright printing 
press money with which to pay govern- 
ment expenses or to pay off government 
bonds. On the other hand, we must be 
on the lookout for the subtle danger ir- 
volved in an overexpansion of baak 
credit. This occurs when bank de- 
posits are created in favor of the gov- 
ernment in return for promises oi the 
government to pay cash at some fu- 
ture date—these promises being in the 
form of government bonds. The geov- 
ernment pays its bill by drawing checks 
upon the newly created bank deposits. 
Thus new money in the form of bank 
credit comes into being without the cre- 
ation of any new wealth. 

“This is dangerous business if carried 
too far. It weakens the nation’s credit 
and threatens serious depreciation of 
its currency. When a serious deprecia- 
tion of currency takes place the prices 
of the necessities of life rise to great 
heights. The result is that a sum of 
money which, under normal conditions, 
would purchase a goodly amount of 
things, purchases but a fraction of the 
former amount. This causes great 
hardship. 

“The two major political parties have 
pledged themselves to balance the na- 
tional budget. Therefore its tremendous 
importance may appropriately be stres- 
sed in this message to our policyholders. 
Whichever party is successful in No- 
vember, we must all insist that this 
pledge be redeemed at the earliest pos- 
sible moment.” 





Ted M. Simmons Is to Enter 
the Ranks of Field Workers 





QUITS HIS OFFICE POSITION 





Pan-American Life’s Agency Manager 
Will Carry the Rate Book in 
New Orleans 





Ted M. Simmons, superintendent of 
agencies of the Pan-American Life, 1s 
resigning his position to take up the 
rate book in New Orleans as a personal 





T. M. SIMMONS 


producer. This is a move of importance 
because Mr. Simmons has made an out- 
standing success as an agency manager. 
He is a son of Dr. E. G. Simmons, vice- 
president and generai manager, and prior 
to his appointment as manager of agen- 
cies he was assistant superintendent of 
agents for seven years. He is a director 
of the National Service & Appraisal Co. 
and the National Bank of Commerce of 
New Orleans. He has been prominent 
in civic and social affairs in New Or- 
leans. In days gone by he was manager 
of the accident and health department 
when the company was writing that 
class. He became agency manager in 
July, 1929, and has been_responsible for 
the establishment of many of the suc- 
cessful agencies that are operating in its 
domestic territory. His field has been 
confined to the United States. 


Prominent in the Ranks 


Mr. Simmons is an outstanding public 
speaker and has appeared before many 
insurance and public bodies. He has 
written a number of articles on insur- 
ance that have attracted attention. He 
feels there is a great opportunity for 
him in his home city because of his 
many contacts and acquaintances. He 
has ambitions to become one of the out- 
standing and leading producers in the 
country. He will not become a manager 
but will be a rate book man. 

The Pan-American Life, in honor of 
Mr. Simmons, is making October a 
month in his honor and the agents that 
have been associated with him there- 
fore will produce business in recognition 
of his outstanding work, 








Much Interest in 
White House Meet 


Some of the Subjects President 
Roosevelt Took Up With 
Executives 


NOTABLES WERE PRESENT 


Col. Frank Knox’ Reference to Danger 
of Inflation in Life Insurance 
Caused Comment 


WASHINGTON, D. C., Sept. 17—A 
three billion dollar increase in assets 
and a falling off in the demand for loans 
on policies were reported to President 
Roosevelt Tuesday by executives of a 
number of life companies called to the 
White House for a discussion of the 
situation of the industry. 

While White House attaches in ad- 
vance of the meeting declared it was not 
planned to lay the groundwork for an 
answer to the recent charge by Col. 
Frank Knox, Republican candidate for 
vice-president that insurance policies 
were “not safe,” the figures were later 


given out as demonstrating that the in- 
dustry was highly solvent. 


Regulation by States 


The White House also took occasion 
to lay the spectre of government control 
with a statement that the President be- 
lieved the operations of the insurance 
companies could best be regulated by 
the states. At his press conference 
later in the day, the President said there 
— now enough of government con- 
trol. 

A number of matters were discussed 
during the hour’s conference with the 
insurance executives, the President said, 
chief among them being the coopera- 
tion which might be developed between 
the industry and the government in the 
matter of farm and city mortgages and 
in the furtherance of the social secur- 
ity program. 

No Yard Stick on Loans 


While it had been reported that the 
President proposed a limitation of $25 
per acre on loans on farm lands in order 
to prevent inflation such as prevailed 
prior to the depression, the White 
House declared that no “yardstick” had 
either been discussed or planned. It 
was pointed out that in 1927 and 1928, 
farm lands in certain areas were the 
subject of speculation which led to im- 
moderately high valuations and that 
some of the companies had made loans 
based upon those valuations. At his 
press conferencce, however, the Presi- 
dent indicated his belief that the com- 
panies had learned a lesson and would 
not give aid to a repetition of that sit- 
uation. 

The purpose of the conference, it was 
said at the White House prior to the 
meeting, was to survey the present sit- 

(CONTINUED ON PAGE 13) 
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World Unrest at Least Temporarily Is Causing 


Business Prosperity Reaction 


* There is no other form of saving or 
investment which compares at all fav- 
orably with life insurance at present, 
President Arthur B. Wood of the Sun 
Life of Canada told his company’s 
agents in an address at the Macaulay 
Club conference held at St. Andrews 
this week, 

However, since life insurance is inter- 
woven so closely in the economic and 
social structure and its prosperity is so 
greatly influenced by the state of gen- 
eral business, Mr. Wood discussed at 
some length the national and interna- 
tional factors which appear of impor- 
tance in future. 


World Recovery Is Still 
Held Back by Some Threats 


“After seven years of depression the 
international outlook is still obscured 
by political rivalries and nationalistic 
tendencies which will continue to have 
a restraining influence on world recov- 
ery,” he said. “These tendencies, and 
the uncertainties they engender, are re- 
flected in the largely accelerated arma- 
ment programs of practically every 
country. While all lovers of peace may 
deplore this result and its manifest dan- 
gers, its immediate effect has been to 
stimulate internal trade, and to pro- 
duce a marked if perhaps temporary 
prosperity reaching out to all forms of 
industrial activity. 

“While the price of this development 
has yet to be paid in the form of in- 
creased taxation, the immediate effect 
is reflected in increases in employment, 
‘and a marked advance in wage levels. 
So far as the exchange values of the 
currencies of the leading trading nations 
are concerned, comparative stability has 
been reached and price levels have be- 
come better adjusted to one another. 
The increase in gold production appears 
to have removed the danger of an in- 
adequate supply of this metal to sup- 
port the world’s currency systems. 


Finds Many Evidences 
of Substantial Recovery 


“International indebtedness has been 
reduced, and interest rates are at their 
lowest point for many years, with a 
corresponding relief of public obliga- 
tion. For the first time since the de- 
pression set in, prices have shown a 
tendency to rise, particularly in con- 
nection with primary commodities which 
were most severely depressed. 

“I do not propose to refer at length 
to the business revival at present tak- 
ing place in the United States and Can- 
ada. The promise of a continued ad- 
vance is everywhere evident and the 
influence it is having on the public wel- 
fare and the progress of our company 
is a source of great inspiration. Ex- 
pansion in industria] activity has nat- 
urally been reflected in a large increase 
in the volume of employment and in 
an even greater advance in payrolls. 

“This improvement in general busi- 
ness conditions has been greatly stim- 
ulated by the availability of money at 
low rates of interest. Refunding of ex- 
isting securities at lower rates has re- 
duced fixed charges and increased the 
earning power of corporations, while 
new capital issues have been encour- 
aged. Low interest rates, of course, 
adversely affect the investment income 
of life insurance companies. 

“These have already had an impor- 
tant effect in reducing surplus earnings 
and are reflected in lower dividend 
scales. The resulting small increase 
in the net cost of assurance will, how- 
ever, be of little relative importance in 
comparison with the benefits to the 
business resulting from the increased 
purchasing power which comes with 





recovery and which will make possible 
a wide extension of life assurance sales. 
“The returning morale of our people, 
resulting from the improvement in gen- 
eral business conditions, is of the great- 
est significance. Except in certain lo- 
calities there is to be discerned a defi- 
nite trend in public opinion away from 
radical and unsound measures toward 
the more orthodox methods of proce- 
dure which have stood the test of time. 
A large element of radical thought may 
be anticipated for some time but its 
influence may be expected gradually to 
diminish. These radical tendencies 
should be regarded merely as evidence 
of a temporary condition brought about 
by severe hardships and discomforts. 
“In the shaping of our future policies 
we must also bear in mind that this con- 
tinent is still in a comparatively early 
stage of its development and that the 
progressive characteristics of our peo- 
ple inevitably hold promise of higher 
standards of living and of prosperity. 
“Almost every day brings forth some 
new evidence of returning prosperity 
for which we all have been earnestly 
hoping. On every hand throughout the 
the business world we witness a new 
and growing spirit of confidence, of 
optimism and of determination to suc- 
ceed. The tests to which life assurance 
has been subjected have but served to 
emphasize the fundamental strength 
and character of the institution.” 
Mr. Wood noted that the Sun Life, 
which in pre-depression times had its 
greatest era of prosperity, held its own, 


Total Life Sales 
Show 3.6 Percent 
Gain Last Month 


NEW YORK, Sept. 17.—New life in- 
surance production in August showed a 
3.6 percent increase, according to the 
Life Presidents Association. The cumu- 
lative total for the first eight months 
represents a 3.5 percent decrease. 

In August new business on all classes 
totaled $669,685,000 against $646,371,000 
in August, 1935; ordinary, $408,453,000 
against $411,338,000, decrease of .7 per- 
cent; industrial, $221,692,000 compared 
to $208,509,000, increase 6.3 percent; 
group, $39,540,000 against $26,524,000, 
increase 49.1 percent. 

For the first eight months, the total 
new business of these companies was 
$5,787,067,000 against  $5,995,231,000; 
ordinary, $3,600,147,000 compared to 
$5,793,545,000, decrease 5.1 percent; in- 
dustrial $1,801,927,000 against $1,701,- 
970,000, increase 5.9 percent; group, 
$384,993,000 compared to $499,716,000, 
decrease 23 percent. 

The new paid ordinary and total busi- 
ness written in each of the first eight 
months of 1935 and 1936 follow: 

















Ordinary 
1935 1936 
January ..... $ 597,800,000 $ 443,681,000 
February 488,756,000 418,920,000 
MOTOR 2 oo. is 498,035,000 470,132,000 
PNOPAL © 3.4. 0-<55e-~e 463,425,000 458,237,000 
BW 5515 $258 oni 461,303,000 459,779,000 
J eee 444,340,000 492,550,000 
ee 428,548,000 448,394,000 
DT | 411,338,000 408,453,000 
$3,793,545,000 $3,600,146,000 
Total 

January ...... $ 821,403,000 $ 678,006,000 
February .... 718,161,000 661,473,000 
March ........ 763,907,000 772,355,000 
SS are 729,109,000 739,807,000 
Sree 726,857,000 749,374,000 
BMRB cxnip esse 9,828,00 767,978,000 
BUEN ckciwisleais 899,595,000 48,389,000 
August ...... 646,371,000 669,685,000 





$5,995,281,000 $5,787,067,000 





comparatively, remaining eighth in vol- 
ume of new business and tenth in in- 
surance in force among American and 
Canadian companies. Since early in 
1931 assets have increased $158,000,000, 
of which over $40,000,000 accrued dur- 
ing the current year. Total assets are 
approximately $740,000,000—an all time 
high, he reported. 


Notes Increase in Average 
Return on Investments 


“There has been a continuous fall in 
the interest yield upon all high grade 
fixed interest bearing .securities, and 
whether the low point has yet been 
reached is a matter of conjecture,” Mr. 
Wood continued. “The effect has been 
that the average rates of interest earned 
by life assurance companies in general 
on their total funds have shown marked 
reductions during recent years, the aver- 
age rate during 1935 being substantially 
lower than for 1934. Notwithstanding 
the substantial amount of our new in- 
vestments in high grade bonds at low 
rates of interest during 1935, we were 
nevertheless able to show a slight in- 
crease in the average return upon our 
total investments. This experience is 
continuing during the current year and 
although the yield on new bond and 
mortgage investments has fallen still 
further, we anticipate that the rate of 
interest earned by our company will 
again show an increase in contrast with 
the general trend. 


Common Stock Dividends 
Show Tendency to Rise 


“In the process of recovery from the 
depression, while returns on every other 
type of security have continued to de- 
crease, the dividends on common stocks 
are gradually increasing. This year the 
Sun Life’s cash dividends on stock in- 
vestments total $750,000 more than in 
the same period of 1935. Surrender 
values paid have dechined 20 percent 
and the policy loan account is continu- 
ing to decrease. Lapse rate is mate- 
rially lower and business in force has 
increased more than $30,000,000 since 
Dec. 31. Group business has grown. 
Quality of business is better, and, Mr. 
Wood said, it is particularly noteworthy 
that much larger proportions are being 
issued on the participating plan and on 
annual premium basis. 

“Taking all factors into account, in- 
cluding profit derived from the sale of 
securities,” he said, “our surplus earn- 
ings are even greater than last year.” 

“It is surprising,’ Mr. Wood said, 
“that with the substantial recovery that 
has already taken place, with the con- 
sequent reduction of unemployment and 
increase in average income, the sale of 
life assurance has not shown a greater 
advance. An explanation which I think 
is a plausible one is that the agent’s 
greatest competition comes not from 
other life assurance companies but from 
other industries. 


Competition Due to Other 
Expenditures Is Noted 


“An individual’s spending power is 
necessarily limited to his income and 
if he spends more for current living ex- 
penses, for an automobile or other ar- 
ticles of luxury—and the present ten- 
dency is undoubtedly in this direction— 
he has less left to invest in life assur- 
ance. It is the agent’s duty and re- 
sponsibility, and I think also his most 
difficult task, to convince his prospects 
of the wisdom of making some slight 
sacrifice at the moment to safeguard 
the future interests of his family and 
himself. 

“Another type of competition of great 
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importance which is again becoming ip. 
creasingly apparent as the recovery 
movement continues, is that which 
arises from other forms of investment, 
The rise in the market values of securi- 
ties is again claiming an increased meas- 
ure of public interest. The prospect 
of realizing substantial profits from fur- 
ther appreciation in the value of securi- 
ties is inducing many to place their 
savings in the security markets. Com- 
petition from other forms of investment 
should present no difficulty for assur- 
ance salesmen and you will be perform- 
ing a service of the greatest value by 
making the public conversant with 
these facts. 

“At the present time when there is 
an extensive movement in the direction 
of cooperative organization of buyers 
and consumers, it is of great importance 
that the general public should be made 
conversant with the fact that life as- 
surance is in reality the greatest co- 
operative enterprise the world has ever 
seen, Every participating policyholder 
is a partner in the undertaking and re- 
ceives his full share of the profits de- 
rived from successful management to 
the extent, in our own company, of 95 
percent of the surplus available for dis- 
tribution.” 


Connecticut General Life 
Conducts Prospecting Drive 





In the third round-up, two months’ 
summer prospecting campaign  con- 
ducted annually by the Connecticut 
General Life, agents reached 97.3 per- 
cent of the new prospect quota set and 
138 percent of the quota of sales to new 
customers. The prospect ratio shows a 
considerable increase from the 85 per- 
cent scored in the past two years. 

Twenty-nine agencies, double the 
number of previous years, made their 
agency prospect quotas. The Murrell 
agency of New York led the larger 
agencies with a percentage of 140.1, the 
Sparks agency of Kansas City the inter- 
mediate group with 234.7, and the Rock- 
well agency of Elmira the smaller 
agencies with 166.7 ’ 

Douglas T. Smith of Hartford is the 
first member of the field force to qualify 
for the company’s honor roll of leading 
producers for 20 years. Mr. Smith qual- 
ified in 1917, the year in which the 
honor roll was established, and has qual- 
ified consecutively ever since. Three 
general agents, Joseph C. Gorton of 
Hartford, Joseph M. Pasner_of Stam- 
ford, and J. Lindley Hall of Burlington, 
Vt., have qualified for the genera 
agents’ division of the honor roll for 
20 consecutive years. 
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(laim Men Gather 
at Seigniory Club 











President R. K. Metcalf Reviews 
Progress at Convention of 
Association 


THIRTEEN NEW MEMBERS 
Harold R. Gordon, C. C. Birchard, C. B. 
Hirons and Other Officials 
on the Program 








NEW OFFICERS ELECTED 


President—D. R. Mackenzie, Manu- 
facturers Life. 

Vice-president — Daniel J. Reidy, 
Guardian Life. 

Secretary—Louis L. Graham, Busi- 
ness Men’s Assurance. 

Treasurer—F. L. Templeman, Mary- 
land Casualty. 

Executive Committee—A. G. Fank- 
hauser, Continental Casualty, chair- 
man; R. K. Metcalf, Connecticut Gen- 
eral Life; R. E. Sumner, London Life; 

E. D. Millea, Equitable Life of New 

York; W. I. Morrow, Aetna Life, and 

Cc. A. Handy, Union Central Life. 

SEIGNIORY CLUB, QUE.,, Sept. 17. 
—Possibly due to its unique location, a 
banner attendance of 250 was recorded 
at the annual meeting of the Interna- 
tional Claim Association here this week. 
Following the custom\ of several years 
standing, a handsome gavel was. pre- 
sented by the chairman of the executive 
committee, Daniel J. Reidy, assistant 
secretary Guardian Life, to the president 
of the association, Robert K. Metcalf, 
manager claim department Connecticut 
General Life. 

In his remarks as president, Mr. Met- 
calf stated that the various committees 
had been appointed early in the fall and 
had been workine hard for the advance- 
ment of the association. He said in part: 
“In reviewing the history of the Interna- 
tional Claim Association, it is readily ap- 
parent we have progressed a consider- 
able distance along the road laid out by 
its founders. This progress is evident in 
the sustaining interest shown from one 
year to the next and the development of 
a cohesive spirit on matters of funda- 
mental importance. There is still a long 
way.-to go before we can say that 
through this vehicle we are deriving 
maximum benefits. In the several years 
during which I have been privileged to 
participate in its administration, to a 
lesser or greater degree, I have consist- 
ently believed that in this association we 
have the logical means to create and 
maintain a constructive, fair, and protec- 
tive management of this profession. No 
one person nor any single company can 


develop a system’ which is equitable, | 


fraud-proof, and intelligent in its concep- 
tion these days of multiple risks. It takes 
a cooperative spirit and an adherénce to 
the often reprinted article 11 of our con- 
stitution wherein is set forth the object: 
and purpose of our association.” 
Membership Report Given” 


As chairman of the membership com- 
mittee, Harry A. Bayer, superintendent 
of claims, . disability. claim division Met-’ 
ropolitan Lifé, reported that the’ follow- 
ing 13 companies had joined the associa- 
tion the past year: Bankers National Life 
of Montclair ; Crown Life, Toronto ; Equit- 
able Life of Washington, D. C.; Guaranty 
Life of Davenport; Independent Order 
of Foresters, Toronto; Lumbermen’s 


Mutual Casualty; Northwestern Mutual 


= Ohio National Life; Oregon Mu- 


Life; Royal Arcanum, Boston; 


Occidental Life Presents a 
Bid for the Pacific Mutual 





TERMS OF THE OFFER SHOWN 





Suggests the Formation of a New Com- 
pany to Write Non-cancellable on 
Adequate Rate Basis 


LOS ANGELES, Sept. 17—Much in- 
terest is taken in the bid of the Occi- 
dental Life of this city for the Pacific 
Mutual Life in a letter to Commissioner 
Carpenter. It offers to reinsure without 
lien all policy contracts of the Pacific 
Mutual Life except the non-cancellable 
disability. President L. M. Giannini of 
the Occidental states that the Trans- 
america group is to increase the capital 
and surplus of the Occidental to an 
amount equal to capital and surplus of 
the new Pacific Mutual proposed in 
Commissioner Carpenter’s plan, the 
non-cancellable policyholders and the 
stockholders to have the privilege to 
purchase new stock on some equitable 


basis. 
Some of the Features 


The Occidental will give representa- 
tion on its board to interested groups 
of the Pacific Mutual. The Occidental 
is to take over all the legal reserves of 
value not more than established in the 
last convention examination or other 
agreed basis and an appraisal be made. 
The Occidental agrees to enter into 
equitable and- mutually satisfactory 
agreement with the Pacific Mutual 
agents. 

Moratorium on loans and cash sur- 
renders will be immediately terminated. 

So far as the non-cancellable business 
is concerned, the Occidental agrees to 
pay to the old company, which holds the 
non-cancellable contracts, until a sum 
equal to one-half of the net deficiency 

(CONTINUED ON PAGE 28) 





Air Minded 










































JOHN W. CADIGAN 


John W. Cadigan of Seattle, vice-pres- 
ident of the New World Life, is plan- 
ning to attend his first convention of the 
National Association of Life Under- 
writers at Boston next week, flying to 
the meeting via Los Angeles. He goes 
to Boston because that is the headquar- 
ters of the famous “House of Cadigan” 
and the base of all the Cadigan tradi- 
tions. John W. is particularly air- 
minded. It is stated that he has not 
taken a train out of Seattle during the 
year but uses the airplane all the time. 
He travels over eight western states 
using the plane. 


Julius Lazarus, 71, Canton, O., for 18 
years with the Northwestern Mutual 





Life, died at his home in that city. 








a matter of primary ethics. 


“= _ expediency should. 


mentioning No. 1. 


mission, by the novice. 
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THE PENN MUTUAL 


Independence Square 





“WENT FISHING TOGETHER” 


A man’s life insurance should not be mentioned to a third party 
by the underwriter except by express permission, even as one’s bank 
account is sacredly confidential between banker and customer. That’s 
If that will not restrain the underwriter, 


Says a lamenting Agent :— 


“Never talk to one man about another’s insurance. 
a man on whom I lost some money years ago. 
had a Twenty-Payment Life maturing almost on the same day. To 
No. 1 I gave the usual talk—-no more premiums, and could use the 
dividends to help pay for another policy. 
$2,000. Then called on No. 2, and gave him the same sales talk, 
But he wouldn’t decide that day. 
hour No. 1 hunted me up, and said he had changed his mind. 
Apparently No. 2 told some local Agent about my writing No. 1. 
The Agent went to him, pulled the sob stuff about his being a local 
boy, living in the same town, went fishing together, I was an out- 


sider, his company as good as mine, etc.” 


This is one of the lessons early learned, at the cost of a com- 


WM. H. KINGSLEY, President 


Today I saw 
He and another each 


Drew an application for 


Within an 
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Insurance Ad Men 
Meet at Rye, N. Y. 


Prominent Speakers and Commit- 
tee Reports Feature Convention 
of Conference 







STRESS VIEWS OF BUYERS 













Delegates Told Technique Must Be 
Improved and Public Must Be 
Sold on Service 


















NEW OFFICERS ELECTED 

President—Arthur A. Fisk, Pruden- 
tial. 

Vice-president—Ray C. Dreher, Bos- 
ton and Old Colony. 

Secretary-treasurer 
dall, Equitable Life. 

Executive Committee—David C. Gib- 
son, Maryland Casualty; W. Leslie 
Lewis, Agricultural; C. J. Fitzpatrick, 
United States Fidelity & Guaranty; 
Harold E. Taylor, American of New- 
ark; Clarence A. Palmer, North Amer- 
ica; ex-officio, R. C. Dreher and A. H. 
Reddall. 


Arthur H. Red- 





BY DOROTHY B. PAUL 


RYE, N. Y., Sept. 17—Clarence A. 
Palmer of the North America, president 
of the Insurance Advertising Conference, 
welcomed delegates to the annual meet- 
ing of the organization held at the 
Westchester Country Club here. The 
business session followed with reports of 
the secretary-treasurer, A. H. Reddall, 
Equitable Life of New York, and the 
committee chairmen: Membership, J. W. 
Mason, London Assurance; frontier 


safety, R. G. Richards, Atlantic Life; 
standards of practice, H. H. Putnam, 
John Hancock. Mr. Putnam’s report 
revealed a lessening of the activities of 
unlicensed companies using the mails 
and commented on the fact that many 
insurance commissioners are lending 
their support by warning the general 
public against “mail order” insurance. 


Viewpoint of the Buyer 


J. A. Robinson, insurance manager of 
McKesson & Robbins, speaking on the 
buyer’s appraisal of insurance advertis- 
ing, advocated a new method of attack 
and a new philosophy in insurance ad- 
vertising. The major task of insurance 
advertising, he said, is to concern itself 
in a concerted educational capacity to 
acquaint the public with the advantages 
and usefulness of insurance services, Too 
much time, money and effort, he pointed 
out, are expended on expounding a com- 
pany’s financial position or in attacking 
other types of insurance systems. Com- 
panies should make a greater effort to 
educate the public with regard to its 
contracts, what insurance can do and 
how it can be utilized, and the general 
character of insurance. Likewise, the 
advertising director should know 
whether his company is equipped to do 
well for the policyholder the things he 
promises in his ads. He should interest 
-himself in the scope of the coverage 
offered prospects, not only as to what it 
consists of, but how it should -be ex- 
panded and refined to make it more 


‘attractive and valuable. 


Such matters as claim settlement pro- 
cedure and state and federal restrictions 
on the entire insurance business should 
be told to the public, he said, in order 
to secure its good will and create a 
better understanding of the nature of 
the business. He warned that if the 
business does not sell itself and its serv- 
ices to the public, it will be in danger 
of being exploited by politicians on the 

(CONTINUED ON PAGE 24) - 
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New Methods Place Emphasis 
on Work of General Agent 





HOME LIFE HAS CONFERENCE 





Tutoring Rather Than Mass Training 
Is Advocated by William P. Worth- 
ington, Agency Superintendent 





The importance of the general agent 
and his work in training new men was 
stressed by William P, Worthington, 
superintendent of agencies, at the Hot 
Springs, Va.; general agents’ conference 
of the Home Life of New York. “Com- 
panies are changing from mass recruit- 
ing or mud at the wall recruiting to 
seeking the quality man and training him 
to secure quality business in a larger 
volume,” said Mr. Worthington. “To 
accomplish this, some companies have 
realized they must change selling meth- 
ods in order to attract the men they 
want. Training is shifting from the 
school room atmosphere to tutoring in 
such a way so as to give the new man 
a more adequate picture of his business 
and fill him with enthusiasm for miracles 
of modern life insurance. Mere ballyhoo 
and dealing in vague generalities of mere 
calls and interviews is passé and in its 
place is coming more personal direction 
of the salesman’s activities by the gen- 
eral agent or supervisor.” 


Fulton Outlines 


C. C. Fulton, Jr., agency vice-presi- 
dent, outlined the job of the general 
agent. Talks were also given by Alan 
B. Doran, assistant superintendent of 
agencies, and by Vice-president W. J. 
Cameron and Associate Actuary T, A. 
Stemmerman. 

A feature of the convention program 
was the showing of the Borden and Busse 
synchronized movie, “Making a sales 
presentation stay presented.” On the 
concluding day general agents partici- 


Duties 











THE WEEK IN INSURANCE 





President Linton of the Provident Mu- 
tual points out the danger of over in- 
flation of bank — ss Pagel 


Some of the features of the educa- 
tional conference of the New York de- 
partment of the Equitable Life at Spring 
Lake, N. J. ae Pagel 


M. Simmons, manager of agencies of 
the’ Pan-American Life, resigns to take 
up rate book work in New Orleans. 

Pagel 
* * * 


Life company officials summoned to 
conference in Washington by President 
Roosevelt. ‘me Pagel 


G. Borden, second vice-president 
Equitable Life of New York, tells agents 
to take hints from automobile manufac- 
turers in their a a Page 6 


World unrest at present is bringing 
substantial tide of prosperity, President 
Arthur B. Wood of Sun Life of Canada 
tells Macaulay Club at agents’ confer- 
ence, rE Page 2 


Silver anniversary convention of Con- 
tinental Assurance One-Two-O, Two- 
Five-O clubs, and General Agents & 
Managers Association held in Chicago. 

ae Page 7 


Importance of general agents’ 
stressed at Home Life meeting. 


work 
Page 4 


Star Producers Club of the Columbian 
National Life holds western meeting at 
Chicago, a Page 4 


A. M. Best suggests placing Pacific 
Mutual in receivership and selling the 
business on the best terms possible. 

Page 8 
* * * 

International Claim Association holds 
annual convention at Seigniory Club, 
Province of Quebec. Page 3 

* * * 

Richard A. Calkins of Indianapolis 
comments on underwriting non-cancella- 
ble disability policies. Page 11 

* * * 


Insurance Advertising Conference 
holds annual convention at Rye, a. 
Page 5 

* * x 


Occidental Life of Los Angeles makes 
a bid for Pacific Mutual Life business. 
Page 3 
* *K * 


Program for annual meeting of A. L. 
C. Industrial Section in Dallas Oct. 15 is 
announced. i. ee Page 21 


Karl L. pesnkeett, general agent John 
Hancock Mutual Life at San Francisco, 
has been elected president of the Cali- 
fornia Association of Life Underwriters. 

Page 20 








pated in a round table forum on “How 
I get men into sound production.” 
Leaders included the following general 
agents: Frank Friedler, New Orleans; 
R. A. Bickel, Huntington; Harry Ja- 
coby and Ray Ellis of New York City, 
and Leo Minuskin of Paterson, New 
Jersey. 

William B. Stark, Syracuse, succeeded 
John J. Gordon, New York, as presi- 
dent of the Home Life General Agents 
Association. Vice-president is Tressler 
W. Callihan, Boston, and_ secretary- 
treasurer, Frank Friedler, New Orleans. 
Mr. Stark, at the conclusion of the con- 
ference on Saturday, announced the fol- 
lowing appointments on his executive 





committee: John J. Gordon, New York, 
chairman; B. J. Weber, Buffalo; Ver- 
non W. Holleman, Washington, D. C.; 
Ray Martin, St. Louis; S. R. Whitten, 
New York, and Leo Minuskin, Pater- 
son. 


Travelers Starts Big Drive 


A national campaign in life, accident 
and group business has been started by 
the Travelers, the contest being between 
managers, assistant managers and field 
assistants. The campaign is to last 15 
weeks, ending Dec. 19, and it is said 
will determine who is the best manager, 
assistant manager and field assistant in 
the country. 





Star Producers Club of 
Columbian National Meg, 





OPTIMISM IS THE KEYNOh 





Home Office Men on Program at West. 
ern Gathering of Leading Agents 
in Chicago 





Optimism for the future of the life jp. 
surance business and the exposition oj 
successful selling methods characterize; 
the western meeting of the Star Pr. 
ducers Club of the Columbian Nation, 
Life at the Edgewater Beach hotel 
Chicago. The convention was attende; 
by about 60 leading agents from the 
midwest and far west territory and sey. 
eral home office officials. 

Vice-president A. A. McFall presided 
at the three day meeting. Sessions 
opened on Thursday with greetings ey. 
tended by Francis P. Sears, president oj 
the company, who recently returned 
from a European trip, R. A. Freeman, 
district agent Idaho Falls, Idaho, ani 
vice-president of Star Producers Club, 
told how the agent can build his bus. 
ness by maintaining human relationships 
with his clients, Dr. H. W. Crawford, 
medical director, spoke on modern med. 
ical methods and stated that many cases 
which were formerly turned down could 
now often be passed by aking more con: 
plete examination. M. A. Weldon, Chi- 
cago district agent, outlined methods by 
which business could be secured from 
old policyholders, “The minute man’ 
the Columbian National’s new, low pre- 
mium policy was explained by H. D. 
Finlayson, San Francisco. The session 
closed with a talk on improving claim 
service by P. E. Tumblety of the home 
office. 

On Friday the session opened cig 
talk by T. Allen, superintendent of 
agencies, Kansas City, on juvenile in- 

(CONTINUED ON LAST PAGE) 





















FARMER 


L, a life already busily devoted to commercial mens of stock. Primarily interested in scientific 
interests, Stephen Girard yet found time for a hobby. 


Upon the acquisition of some 
farmland, he began to give 
much of his thought and time 
to the scientific cultivation of 
fruits and vegetables. From 
all over the world his vessels 
brought to him seeds, choice 
plants, fruit trees, rare vege- 


tables, vines, and fine speci- 


This advertisement is sixth of a series 


agriculture, Girard nevertheless farmed with char- 








Girard Farm House 


GIRARD LIFE 


INSURANCE COMPANY OF PHILADELPHIA 
Opposite Independence Hall 





acteristic practical efficiency, 
and his hobby became a 
profit no less than a pleasure. 
The produce from his farm 
made Philadelphia’s markets 
famous. His experiments in 
planting and cultivation were 
studied with interest and soon 
followed by other farmers. 
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TO THE MAN 
Who Wants His Dollars To Keep On Growing 


Aman who wants to do fresh thinking about ways to rebuild 
his financial reserves against the time when he may need them 
will find “The Dollar that Keeps on Growing” valuable to 


read. 
This booklet, published by THE Mutuat Lire INsuRANCE 


}Company OF NEw York, is already enjoying wide popu- 


larity. It is available to you through Muruat LIFE agency 


| representatives or by writing direct to the Company’s Home 


Office. 
It explains that, although all dollars may look alike when 


' they rest quietly in your hand, they are very different in action. 








Some dollars do you no more good than a few cents might do; 
some may even work against your welfare. 

But there is ove sort of dollar which is not only worth 100 
cents in action, but sets up a wall of defense against any at- 
tempt to weaken it, creating an immediate zvcrease in capital 
in the event of your death and a steadily growing reserve if 
you live. 

That is your Life Insurance dollar—protected the moment 
it is received by THE Mutuat Lire INsuRANCE COMPANY 


or New York by the dollars of thousands of other policy- 
holders held in reserve for them. 


A great change may take place in the establishment of a 
man’s future security and comfort by a few moments’ ex- 
amination of the matter of slightly readjusting his viewpoint 


on everyday “dollar habits.” 


So many people look back upon their lives only to realize 
that a surprising amount of the money they have received has 


disappeared without leaving anything very real to show for it! 


What is needed today is a clearly defined incentive to pre- 
vent such unnecessary losses. This Life Insurance supplies, 
as you will discover if you read this booklet, ““The Dollar that 


Keeps on Growing.” 


Send for it and learn, if you do not already know it, why 
each dollar that comes to you should have at least a few cents 
in it that do not belong to the current year of your life at 
all, but which should be devoted ¢o some later year when 


the value will be greater if only because the need is greater. 


She Mutual Fife 


of NewYork 


DAVID F. HOUSTON, ny of 
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Take Auto Men’s 
Tip, Agents Urged 


Gauged Public Demand, A. G. 
Borden Tells Equitable, 
N. Y., Men 


NEED FOR “PROFIT” COVER 


Official Speaks on “Militant Morale” at 
New York Regional Edu- 
cational Conference 


SPRING LAKE, N. J., Sept. 17.— 
Life insurance agents might well take 
a hint from the automobile manufac- 
turers, who seemed to have gauged the 
public’s demand better than the life men, 
Second Vice-president A. G. Borden 
told delegates to the Equitable Life’s 
Greater New York educational confer- 
ence here, 

Business is improving in many lines, 
he pointed out and people are thinking 
of profits that are to be made in the 
future if the present uptrend continues. 
However, there is also the danger, Mr. 
Borden pointed out, that the prospect 
may die and his family would not en- 
joy this increase in profit which would 
materialize if he were certain of living. 

In speaking on the theme of the con- 
vention “A Militant Morale,” Mr. Bor- 
den pointed out that morale is what 
distinguishes a trained army from an 
armed rabble. Factors tending to in- 
crease morale include a righteous cause, 
a glorious past, the personal qualities 
of the commander, a high state of disci- 





pline and the characteristics of taking 
the offensive. Quoting the maxim that 
the best defense is an offensive offense, 
he cited cases from his own experience 
in which this principle had proven valu- 
able in saving competitive cases. 

He paid high tribute to the late Gage 
E. Tarbell. 


The vastly increased possibilities of 
writing salary savings insurance, as in- 
dicated by the Equitable’s record for the 
first eight months of this year and par- 
ticularly for July and August were em- 
phasized by A. E. Starr, assistant man- 
ager, salary savings department. The 
Equitable’s salary savings business is up 
more than 25 percent for the year to 
date, while July showed an increase of 
46 percent over last July and August’s 
business represented a 25 percent rise. 
This record represents an increase in 
the number of new units as well as 
larger cases. In the first eight months 
of this year 30 new salary savings cases 
have been installed in the New York 
territory and 10 additional cases have 
been sold and will be installed in Sep- 
tember and October. 


Solves Social Security Problem 


This activity is significant for Equit- 
able agents, Mr. Starr pointed out, as 
it indicates that employers have gone 
on record as favoring salary savings in- 
surance as a solution for the social se- 
curity problem of their employes. The 
salary savings plan is one of the most 
valuable tools in the agent’s kit, Mr. Starr 
said, since it increases his clientele, has 
a high persistency which helps renewals, 
and results in ordinary business as a 
by-product which will repay the agent 
for whatever extra work he has to go 
to in selling the plan. During 1935 two 
Equitable agents earned $1,000 a month 
from salary savings commissions and 
seven received $500 or more, 28 received 
$300 or more and many additional agents 
got anywhere from $100 up. The aver- 
age small salary savings case pays $30 a 
month in commissions for one year. 

Employers are showing marked favor 
toward the contributory plan in salary 








Gives Valuable Advice at 
Agents Educational Rally 








. 


A. G. BORDEN 


savings plans, a development which is 
something of a novelty in this field. 
More than one-third of the business sold 
this year has been arranged with the 
employer paying part of the premium, 
Mr. Starr said... This results in a larger 
proportion of employes participating in 
the plan, a larger average policy, better 
persistency and greater simplicity in in- 
stalling the plan. The usual method is 
for the employer to contribute a flat 
amount toward the premium of each 
participant, the amount graded accord- 
ing to years of service. An incentive to 
employers is the fact that they can de- 
duct these. contributions from their in- 











—— 
come tax just as if it were part Of th 
employes salary. the 
Another valuable feature of sal 
: : zs : ary 
savings is that it permits the agent {, 
become the social security counselor Pa 
the firms where he has installed po 
plan. Employes who are interested a 
learning what their status is under fe 
eral social security may talk with the 
agent and he is thereby given an Oppor. 
tunity of showing them how they ma 
supplement their federal benefits * with 
retirement income policies. 1 
Norman Strong, one of the company’; 
leading producers, who has produce 
nearly $8,000,000 of group insurance this 
year, said he is convinced that the ayer. 
age agent is not sold on the money mak. 
ing possibilities of group insurance, Th, 
agent does not need to worry about the 
technical aspects of it, he pointed oy 
since there is a group supervisor to tak 
care of that end of it. The need fo; 
group insurance is obvious, Mr. Strong 
noted, since 50 percent of the employes 
of the country have no life insurance 
at all, while 90 percent of the factory 
workers have nothing to live on if they 
should become sick or hurt and need 
group accident and health insurance 
There is also a need for group hospital. 
ization cover and a group pension plan, 
the latter being a dignified way of re. 
tiring superannuated employes. People 
are becoming social insurance conscious 
and the smart employer is giving his 
employes group insurance before they 
demand it or even ask for it, he said, — 


Don’t Deal in Figures 


The cost of group insurance is lov, 
but the agent should confine himself to 
stating this to the prospective buyer but 
leaving details and figures to the grow 
supervisor, except for pointing out that 
in some cases the employer need not 
pay anything after the first year. From 
the agent’s point of view, group is highly 
profitable, Mr. Strong said, citing a 
300-life group, which is below the aver- 
age, on which commissions would be 
$3,000. This commission, he pointed out, 

(CONTINUED ON PAGE 23) 
















ON GETTING | 
QUALITY PRODUCTION -.- - 


The quality of business produced by field representatives is dependent upon the 
quality of service rendered by the Home Office. 


Jefferson Standard representatives have the advantage of : 


I—CORRESPONDENCE TRAINING COURSE 
2—DIRECT MAIL SERVICE 
3—MERCHANDIZED SELLING PLAN 
4—PERSONAL SUPERVISION 
S—ACTIVE CONSERVATION ASSISTANCE 


A. R. Perkins, Agency Manager 
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AJEFFERSON STANDARD POLICY 

GECLARATION OF INDED>,S are 
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efferson Standard 


Life Insurance Company 


JULIAN PRICE, President 
GREENSBORO, NORTH CAROLINA 
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THREE-DAY SALES RALLY 


President Behrens, Other Officials Stress 
Theme of Sacred Trusteeship as 





inted out Ideal to Follow 
OF to take 
need for : ; 
fr, Strong The Continental Assurance is cele- 
employes hrating a quarter century of service at 
ages , three-day “Silver Anniversary” con- 
ctory : ; : : 
on if he yention in Chicago this week, with more 
and need than 150 agents attending. Wednesday 
surance, was given over to a meeting of the 
on a General Agents & Managers Associa- 
ay B tion, M. L. Killian, Canton, O., the 
Peopk (president, being in the chair. Joint 
conscious MM problems of field and home office were 
“i discussed. Dinner and entertainment at 
> said, «night club followed. The One-Two-O 
and Two-Five-O clubs also held con- 
ventions, 
: is low, President H, A. Behrens gave the wel- 
imself to come address at the first session Tues- 
uyer but day, being introduced by Vice-president 
le group G, F. Claypool. E. G. Adams of Wash- 
out that ington extended greeting from the gen- 
eed not eral agents and managers to the One- 
r. From Two-O Club. The afternoon session 
is highly was addressed by A. B. Keller, treas- 
‘iting 4 urer International Harvester Company 
he aver and Continental Assurance director. D. 
ould be Miley Phipps, superintendent of agen- 


cies, then introduced five star salesmen 
who gave practical selling talks. These 
were M. C. Chier, general agent Mil- 
waukee, leader of all producers in the 
year; L. H. Fletcher, Cleveland; F. H. 
Schroeder, Portland, Ore.; G. F. Mec- 
Kenna, San Francisco, and E. L. Grant, 
Chicago. Vice-president H. W. Ding- 
nan spoke on “Double Selling.” Presi- 
dent Behrens held a reception before 
the annual dinner. 


Many Leaders on Program 


The Friday morning program is in 
charge of L. L. Johnson, vice-president, 
speakers being Dwight G. Johnson, 
Philadelphia; R. B. Smith, Grand Rap- 
ids, and B. C. Markle, secretary home 
olfice group department. Vice-president 
Claypool will close the convention with 
an inspirational talk on “From Now 
On.” Following adjournment, 25 ace 
producers will leave on a trip to Ber- 
muda as President’s Club guests of 
President Behrens, the cruise being on 
the “Monarch of Bermuda,” sailing from 
New York. 

President Behrens reminisced of 
founding of the company in 1911. He 
said life insurance is founded on trust. 
That trust extends beyond the policy- 
holders’ lifetime. The major interest is 
in how good and sound the company is 
and will remain. “The world, to its sor- 
row,” he said, “has learned the fallacy 
of bigness and is on the way back to 
the fundamental basis of right motives 
and ethics.” 


Notes Assets Segregation 


It seemed proper then, Mr. Behrens 
Said, that trust funds for the benefit of 
life policyholders be kept segregated 
ttom the Continental Casualty assets, 
and this plan was adopted, the casualty 
company since divesting itself of the 
ownership of the majority of the life 
company stock. 

__Vice-president Claypool presided 
'hursday morning, congratulating the 
lield force on the record of $201,201,974 
life insurance in force on paid basis. He 
Previously had addressed the general 
agents and managers, urging each 
‘gency to take stock of itself as a min- 
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iature home office with the same prob- 
lems and responsibilities of production, 
conservation and general service. 
Maurice C. Chier, the field leader, at- 
tained the distinction in his first year, 
having joined in January, 1936. He en- 
tered insurance work in 1922, in his first 
year selling $85,000. Later, with a large 
Hartford company in 1925 he paid for 
more than $250,000, and in Milwaukee 
during 1928 he advanced to $500,000. In 
11 years he wrote $5,000,000. He joined 
the Continental Assurance as general 
agent and is now on a $750,000 basis. 
Secretary Markle of the group depart- 
ment gave an interesting talk on that 
coverage, whose silver anniversary also 
is being observed this year. From 1922, 
he said, group life insurance has had a 
triumphant march. At the end of that 
year business in force reached two bil- 
lions; in 1927 more than six billions; in 
1932 more than nine billions; at the end 
of 1935, $10,500,000 despite adverse in- 
dustrial conditions. This demonstrates, 
he said, that insurance has reached the 
stage where it is able to withstand pe- 


riodic economic adjustments, however 
severe. 

Group accident and sickness has de- 
veloped rapidly, group accidental death 


and dismemberment insurance, group an- 
nuities or pensions, and group hospital- 
ization plans also have come into being. 


Great Social Significance 


“Group insurance has revealed its pos- 
sibilities as a social agency of real con- 
sequence,” Mr. Markle said. “Its rapid 
growth and expansion bespeak its ulti- 
mate adoption by every industrial and 
business organization throughout the 
country. Its capacity for future develop- 
ment as a social agency is a factor which 
cannot be overlooked by the industrial 
and business world.” 

Dwight G. Johnson, a leading pro- 
ducer of Philadelphia and authority on 
business insurance who has given many 
lectures on economics and insurance, 
discussed replacement insurance on key- 
men and retirement insurance on own- 
ers of business firms. To sell retirement 
insurance the idea to be presented is 
that of a sinking fund. If a business 
could be sure that its managing owners 
would not die during their active years, 
there would be no need for life insur- 
ance. Life insurance guarantees per- 
formance of a sinking fund in event of 
its premature retirement to function. 
The ideal contract is the life expectancy 
policy. There is no reason whatever to 
consider whole life as applicable to this 
situation, he said. The need for insur- 
ance ends with the productive period 
and the sinking fund pays out at that 
time. 

Almost untouched in business insur- 
ance is the field of single proprietorship, 
he said. Single proprietorship protection 
is a large and fertile field. 

(CONTINUED ON PAGE 23) 
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| if | Sound Engineering Follows 
| Approved Blueprints 
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Architectural plans do not cramp 
a builder, but afford him oppor- 
tunity to achieve. Soundly con- 
ceived sales programs, based upon 
competent research and experi- 
ence, create opportunity for sin- 
cere life insurance salesmen to 
increase their production. 


















General American Life fieldmen 
are busily erecting the foundation 
for fall and winter business, along 
with their present month’s plan- 
ned activities, according to time- 
tried “blueprints”? of successful 
selling. All are a part of the Gen- 
eral American Life sales program. 
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Could Reduce Non- 
Can Benefit Cuts 


A. M. Best Plan. Limits Reduc- 
tions to 40 Percent of 
Proposal 


LIFE END UNPENALIZED 


Realization of $15,000,000 Would Make 
Biggest Slash 32 Percent 
Instead of 80 


NEW YORK, Sept. 17.—The fairest 
plan of handling the Pacific Mutual Life 
situation would be to place the company 
in receivership, thereby terminating all 
contracts as of that date, and sell the 
company on the best terms obtainable, 
which should realize enough money to 
reduce the proposed cuts in benefits by 
60 percent, according to Alfred M. Best, 
head of the A. M. Best Co., who was 
influential in getting the Pacific Mutual 
to go into the non-can field and who 
holds Policy No. 1. 

Mr. Best made it clear that he does 
not favor penalizing the life and ordinary 
accident and health policyholders, who 
have paid adequate premiums, and that 
he considers it entirely equitable for the 
burden to fall on the non-can policy- 
holders. 


Deficiency Only on Active Lives 


Explaining his proposal, Mr. Best 
pointed out that the $24,600,000 defi- 
ciency is not for claims already incurred 
but is solely for expected losses on 
active lives on which premiums are cur- 
rently being paid. This liability for fu- 
ture claims disappears, he said, the 
moment the company is thrown into 
receivership, and the non-can policy- 
holders become entitled only to their 
pro-rata share of the unearned premium 
reserve. 

With this liability wiped out, the Pa- 
cific Mutual, instead of being $17,500,- 
000 in the red would immediately be 
about $7,100,000 in the black. A reinsur- 
ing company should be willing to pay 
about $8,000,000 for the life and regular 
accident and health business, Mr. Best 
believes, while accepting the non-can 
business at the proposed reduction scale 
ranging from 80 percent to 10 percent. 
The liquidator would sell. the company 
on this basis, stipulating that the $8,- 
000,000 purchase price and the $7,100,000 
realized by wiping out the $24,600,000 
deficiency should be applied to reducing 
the cut in non-can benefits. 


Maximum Reduction 32 Percent 


The approximately $15,000,000 made 
available in this way would be about 60 
percent of the $24,600,000 which it has 
been estimated would be required to en- 
able the company to continue non-can 
benefits on their contemplated scale at 
the present premium levels. This would 
mean that the maximum reduction of 
benefits, instead of a proposed 80 per- 
cent on the oldest policies, would be 
only about 32 percent. There would 
also be a provision for reducing the cut 
still further if results justified it. 


Harrison to Be Back 


ATLANTA, Sept. 17—W. B. Har- 
rison, former Georgia comptroller gen- 
eral and insurance commissioner, who 
was ousted from office by Governor 
Talmadge last February, won in the 
Democratic primary over Homer C. 
Parker, appointee of Governor Tal- 
madge. Mr. Harrison will resume his 
duties in January as the nomination is 
paramount to election. 








es 
Special Entertainment in 


Boston for Women Guest; 


A special program of entertainmey; 
has been prepared for women who yj 
attend the Boston convention as gyes, 
of delegates and members of the yy. 
tional Association of Life Underwrites: 
The official hostess is Mrs. Elbert } 
Brock, wife of the John Hancock vice. 
president, : 

A sightseeing tour of ancient and moi. 
ern Boston is planned for the morning 
of Sept. 22, including visits to Bune: 
Hill, the Old North Church, Faneyj 
Hall, the Old State House, the site o; 
Griffins wharf—from which a load oj 
tea was barged into Boston Harbor on; 
December evening in 1773—and ()j; 
Ironsides at the Boston navy yarj 
Glimpses of modern Boston. will be cap. 
tured en route and a special stop yil 
be made at the famous Boston fish pier, 

That afternoon th~ wives of genera 
agents and managers will be guests at, 
tea at Isabella Stewart Gardner }y. 
seum. Wives of past presidents, of trys. 
tees and of members of the national 
council are also invited. 

The same afternoon there will be, 
motor boat trip around the Charles river 
basin for women guests who do not 2 
tend the tea. The Massachusetts Insti. 
tute of Technology, the mile-long Fs. 
planade and the Harvard Universit; 
“Houses” will be passed and the retary 
trip to Boston will afford a long rang 
aca of Beacon Hill and the Boston sky. 
ine, 

The following day an early morning 

tour will start for suburban points of his- 
toric interest, visiting Lexington and 
Concord after momentary stops in and 
about Harvard University. In Concori, 
in addition to historic spots of Revolv- 
tionary days, there are points of late 
interest in the literary world such as the 
homes of Emerson, Thoreau, Hawthorne 
and Louisa M. Alcott. 
_ Wednesday afternoon all women are 
invited to the Brae Burn Country Club. 
On Wednesday afternoon the sight- 
seeing trip of Tuesday morning also will 
be repeated for the benefit of women 
who missed it originally and who prefer 
sight-seeing to bridge. 








Get Behind Insurance Day 


All Cleveland and Ohio Organizations 
to Celebrate Occasion at Great 
Lakes Exposition 





CLEVELAND, Sept. 17.—All! Ohio 
and Cleveland insurance organizations 
are uniting to make Insurance Day at 
the Great Lakes Exposition Oct. 2 a big 
success. 

Sponsors of Insurance Day include 
Superintendent Bowen, the Ohio Fire 
Underwriters Association, Cleveland 
Life Underwriters Association, Cleve- 
land Field Club, Casualty Underwriters 
Association of Cleveland, Insurance 
Board of Cleveland, Cleveland Accident 
& Health Association, Ohio Association 
of Life Underwriters, Surety Associa 
tion of Cleveland, Ohio Association 
of Insurance Agents and Ohio Asso- 
ciation of Fire Underwriters. 


Expect Large Attendance 


Hundreds of executives, field met 
and agents will gather for the occasiol. 
As a special attraction for the day, 
the Ohio insurance department has prt 
pared an exhibit detailing its operations. 
Special tickets may be obtained from 
the offices of the Insurance Board 0 
Cleveland, 241 Euclid avenue, or the 
Cleveland Life Underwriters Associ 
tion, Hotel Statler. The special tickets, 
entitling the bearer to regular admis 
sion and admittance to many conces 
sions have been granted by exposition 
officials at the reduced price of 60 cents. 





Raymond F. Low, president America” 
Reserve Life, Omaha, has taken Over ne 
new duties as senior counsellor of 
Omaha junior chamber of commerce. 
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Equitable’s Top Producer 
and Methods He Follows 





——_ 

‘EW YORK, Sept. 17—I sidor 
ested of the Bender (New York 
City) agency of the Equitable Life of 
New York has no more of a fancy pros- 
pecting system than Emerson’s mouse- 
trap-maker, but he was the Equitable’s 
number one man in paid production for 
August for the entire country and num- 
ber four for the first eight months of 
the year, thereby proving that there is 
something in this theory about the 
world making a pathway to your door 
if your product is good enough. When 
Mr, Hirschfeld tackles a case he does 
the most thorough possible job of estate 
planning. However, he is not satisfied 
with working out what he considers to 
be the proper plan for his clients and 
letting them take his word for it that 
it is sound. 

Solving of Personal Problems 


He does not consider that a case is 
placed until the buyer knows exactly 
what his problem is and the way that 
new life insurance or a rearrangement 
of his present setup will solve that prob- 
lem. The average intelligent business 
man, Mr. Hirschfeld finds, does not un- 
derstand his life insurance problems at 
all clearly because he has never had the 
time or inclination to sit down and study 
them out. However, Mr. Hirschfeld 
goes on the hypothesis that such a man 
can be shown if the agent has the neces- 
sary skill and patience to explain things 
in non-technical language and to make 
absolutely certain that the buyer knows 
just what he is getting and what it will 
do for him. The result of pursuing this 
policy is that Mr. Hirschfeld’s clients 
are so grateful for the type of work he 
does for them that they are anxious for 
their friends to have the benefit of his 
advice. Consequently Mr. Hirschfeld 
has so many people to see that it would 
take him a year to get around to all of 
them. 

Buyer Should Understand 


Leads of this type would be impos- 
sible to obtain by merely selling insur- 
ance, Mr. Hirschfeld believes. It is ab- 
solutely essential that the buyer be made 
to realize what the proposed arrange- 
ment will do for him. The agent should 
have a complete knowledge of general 
estate problems as well as the insurance 
angle since many lawyers fail to take 
care of their clients’ needs even though 
drawing a will which expresses the cli- 
ents’ wishes. In many cases it is found 
that when the prospect realizes all the 
implications of the will he has drawn 
he appreciates that his problem is by no 
means solved. He has usually not taken 
care of his needs and it is here that Mr. 
Hirschfeld is in a position to help. 


Solving Estate Problems 


In solving estate problems, Mr. 
Hirschfeld has of course had a chance 
to inspect. the insurance setups of many 
agents. Most of these, he feels, are done 
as well as the agent knew how but they 
also show a lamentable lack of knowl- 
edge. The most common error is failure 
to integrate the various policies into one 
setup which will accomplish the most 
in solving the insureds’ estate problems. 

In addition to leading the entire Equi- 
table field force for August, Mr. Hirsch- 
feld is top man in the Greater New York 
Department. He paid for 48 cases in the 

Tst eight months of this year, for a 
volume $844,250, of which $600,000 was 
On persons with whom he had never 
¢fore done business, although practic- 
ally all of them were referred prospects. 
Mr. Hirschfeld is an extremely hard 
worker but enjoys his work so much 
that he says he would keep on with it 
even if he were not being paid. 


Vote on Tax Measure 


_ SEATTLE, Sept. 17.—An_ initiative 
inheritance tax will be voted upon at the 
a peer election in the state of 

ashington. The bill seeks to raise 
money for pensions and includes a tax 
on life insurance with a $40,000 exemp- 





tion. The proposed tax schedule runs 
10 percent up to $10,000, with $10,000 
to $25,000, 15 percent, and $25,000 to 
$50,000, 20 percent and 25 percent above 
$50,000. In case of business insurance 
only the proceeds in excess of the cash 
surrender value immediately preceding 
er death of the deceased shall be tax- 
able. 


Patterson Agency in Outing 

The A. E. Patterson general agency 
of the Penn Mutual in Chicago and IIli- 
nois held a three-day educational con- 
ference at White Lake, Mich. K. W. 
Conrey, general agent Penn Mutual, 
Grand Rapids, a former supervisor in 
the Patterson agency, was guest speaker, 
his subject being “The Future of Life 
Insurance.” Mr. Patterson spoke on 
“Selling Business Insurance” and Hugo 
R. Schmitt, educational director, pre- 
sented a new income plan of the Penn 
Mutual and spoke on “Educational 
Trusts.” Thirty-three agents attended. A 
two-month production contest deter- 
mined qualifying agents. Prizes were 
awarded to winners in golf. Boating, 
fishing and swimming were also on the 
entertainment program. 


A. D. Sanderson, Union Central agent 
at Columbus, O., recently observed his 
=~ year with that company. in Colum- 

us, 








Denver Association Ready 
for Expected 1937 Influx 








A poll of sentiment as to the site of 
the 1937 annual convention of the Na- 
tional Association of Life Underwriters 
has been taken by the Colorado Associa- 
tion of Life Underwriters. The latter 
organization reports hundreds of letters 
have been received from many sections 
of the country expressing hope. that 
Denver will be selected at the Boston 
annual meeting this month. 


The gathering never has been held in 
the great region between the Missouri 
River and Pacific Coast. The Colorado 
Association is the eighth largest asso- 
ciation, with about 500 members. It is 
extending the invitation this year for 
the fifth time. 

The climate, a mile above the sea, 
afforded are unexcelled. There are now 
streamlined train and air lines to Den- 
ver, paved highways in all directions. 
Ample hotel and convention facilities 
under one roof have been engaged by 
the Colorado association’s convention 
committee. 

Entertainment planned by the Colo- 
rado association includes a trip through 
Denver’s mountain parks over the new 





scenic highway to the summit of Mount 
Evans with an elevation of more than 
14,000 feet, for a view of the Rocky 
Mountain range, and a mountain trout 


.dinner served at Troutdale-in-the-Pines. 


The Colorado convention committee 
includes Isadore Samuels, general agent 
New England Mutual, chairman; J. S. 
Edwards, general agent Aetna Life, past 
president National association; G. J. 
Gay, manager Sun Life, president Colo- 
rado association, and H. A. Nye, man- 
ager Equitable Life of New York. 


Colorado Group to Boston 


Isadore Samuels, New England Mu- 
tual, chairman Colorado convention com- 
mittee, left for Boston to make prelim- 
inary arrangements for Colorado’s bid 
for the 1937 convention. En route he 
was to stop at Washington to attend a 
conference of community chest leaders 
with President Roosevelt. He will be 
followed by a number of delegates and 
Colorado association members, their 
pockets filled with hundreds of bright 
new silver dollars from the Denver mint, 
which they will scatter around in Boston 
as a publicity feature. 


The Indianapolis agency of the Penn 
Mutual Life has moved from the Mer- 


chants Bank building to 514 Circle 
Tower. W. A. Courtright, who resigned 
several years ago as general agent, is 


remaining in the old office. 
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Many life insurance salesmen — even though con- 
sidered successful — are enjoying but a fraction of 
the profits they are capable of producing. Generalized 
education or training has never touched to life the 
latent sales power within them. Yet this latent sales 
power is truly a “‘Slumbering Giant,”’ and it lives in 
the heart and mind of many an ambitious fieldman. 

The best of educational material is available to 
NWNL men. But education is backed by the work of 
trained sales analysts, constantly on the lookout for 
men in the agency organization whose records as 
NWNL producers suggest the presence of *‘Slumber- 
ing Giants”’ waiting to be roused to action. Not glib 
critics or pseudo-super-salesmen, NWNL sales an- 
alysts are men trained in finding sales assets and 
abilities. These the analysts tie into a workable sales 
plan designed to fit the man. 

Individual ability must be roused to action through 
individual planning. The examples at the left are 
simply three among many that have proved this 
axiom to NYNL sales analysts — and to NYNL field- 
men who are enjoying larger sales and increased 
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C.L.U. NEWS 


ACACIA STARTS C, L. U. CLASSES 


Classes preparatory for the C. L. U. 
examinations next June have been 
started in the Chicago branch of the 
Acacia Mutual Life, conducted by Man- 
ager. P, A. Trezise who was formerly 
instructor of insurance at Marquette 
University and the University of Wis- 
consin. Mr. Trezise has had consider-: 
able experience in the teaching profes- 
sion and also is a member of the Amer- 
ican Association of College Teachers 
of Insurance. 





* x 

HOUSTON OFFICERS NAMED 
At the first fall meeting the Houston 
C. L, U. named the following officers: 
Sam R. Hay, Great Southern, presi- 
dent; T. E. Dareneau, Pacific Mutual, 





vice-president, and Hedley V. Jackson, 
Northwestern National, secretary-treas- 
urer, 


Travelers School Open 


HARTFORD, Sept. 17.—Forty-seven 
young men from various parts of the 
continent gathered at the home office 
of the Travelers this week for the fourth 
session of the newly established school 
for prospective life agents. This enroll- 
ment, the largest in the short history 
of the school, necessitated removal to 
new and larger class rooms. The would- 
be agents are now learning the A, B, C’s 
and the and/or’s of life underwriting. 
D. J. Bloxham, supervisor of the Travel- 
ers’ agency field service, who recently 
returned to the office after several 
weeks’ illness, is in charge of instruc- 
tions. He is being assisted by Reid 
Hartsig, assistant supervisor. 

The school offers four weeks’ academic 
training in life insurance and sales. The 
present session will end Oct. 10. 
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Give Confucius the Floor 


Life insurance salesmen could find 
no more compelling arguments for 
protection than those voiced by the 
Sage of Cathay thousands of years ago. 


“The cautious,” he once 
said, “seldom err.” 


If a Prospect could only 
foresee what would hap- 
pen to his family if they 
were left in poverty, he 


would, 


as millions of 


others have done, be cau- 
tious and provide protec- 
tion for them. 


Home Office 





Che Prudential 


Insurance Company of America 
EDWARD D DUFFIELD, President 


- Newark, New Jersey 











Agency Business Is Found 


Best by Medical Director 





DR. BAKER PRESENTS VIEWS 





Kansas City Life Official Finds Persist- 
ency and Mortality are 
Superior 





The value of all new life insurance 
business, both from the company, the 
medical and agency viewpoint, rests first 
upon persistency and second, on mortal- 
ity, comments Dr. H. A. Baker, medical 
director Kansas City Life. 

“The Kansas City Life for many years 
has enjoyed a very low mortality, aver- 
aging from 50 percent to 53 percent of 
the American Experience table. In addi- 
tion to this, we have always had a very 
low rejection ratio, never exceeding 5 
percent. A company that writes a new 
business large in volume in proportion 
to the amount in force, will always have 
a lower mortality on account of the con- 
stant infusion of new blood. This, of 
course, presumes a careful medical se- 
lection. The low mortality will persist 
for a good many years, as the effect of 
selection ori mortality is pronounced dur- 
ing the first six or eight policy years. 


Cooperation with Field Men 


“The selection in the Kansas City Life 
has not been one of undue severity. In 
fact, it is the policy to accept every risk 
that can be written with profit from a 
mortality standpoint. It is more profit- 
able to write a large agency business at 
a fair mortality than a small one at a 
very low mortality. 

“Among the number of factors of ex- 
treme importance that enter into consid- 
eration here, the chief one is the build- 
ing and maintenance of an active and 
loyal agency organization. This cannot 
be accomplished without real and sym- 
pathetic cooperation on the part of the 
medical department.” 


Nonmedical Line Profitable 


Dr. Baker noted experience on non- 
medical business, which was inaugurated 
11 years ago, every agent being given 
the privilege of writing it. The privilege 
has been withdrawn from only a few 
agents, and these since have been rein- 
stated. Non-medical mortality has been 
consistently the lowest of any group of 
business although there is about $143,- 
000,000 non-medical in force. 

He said business personally written by 
full-time agents is the backbone and 
mainstay of any company. Of greatly 
lesser value is business written under the 
high pressure of agency drives and 
prize contests. The lapse ratio of such 
business is uniformly higher than the 
regular well-written agency business. 
Brokerage business is distinctly of lower 
grade. Many larger cases brokered by 
special agents to a large number of com- 
panies are of doubtful value as insur- 
ance risks, both from increasing moral 
hazard and the difficulty of obtaining ab- 
solutely fair and impartial examination, 
Dr. Baker said. 


Resort to Preliminary Tests 


“It is not an uncommon practice to 
have expert preliminary examinations 
made in such cases, and the applicants 
do not submit themselves for examina- 
tion by the regular company examiners 
until any impairment which may be 
found has been cleared up,” he noted. 

Group insurance also must be classed 
as of lower grade and lesser value than 
agency business, according to Dr. Baker. 
The company may be severely selected 
against in these groups, and most of 
them have not shown good mortality. 

Substandard insurance logically should 
be and is written in some form by prac- 
tically all the larger and medium sized 
companies. The mortality saving in the 
substandard class probably will not be 
as great as in the standard class. There 
is anti-selection constantly; the bad risks 
stay and the good ones lapse. Only con- 


stant infusion of new blood will save 














Texas Attorney-General on 
A. L. C. Counsel Program 


ttt. 

Details of the luncheon progr 
the Legal Section at 12:30 p. ay 
12, during the annual meeting in Dalla; 
of the American Life Convention, are 
announced by Chairman Sam B. Sebree 
general counsel Midland Life, Kanga: 
City, Frank Wozencraft of New York 
general solicitor Radio Corporation of 
America, formerly associate counsel 
Southland Life, Dallas and one-time 
chairman of the Legal Section, wil] be 
toastmaster, the local company commit. 
tee being host to the Section. 

The luncheon address will be given by 
the Attorney-general William McGraw 
of Texas. President D. A. Frank of the 
Dallas Bar Association, will extend the 
welcome at the opening session of the 
Legal Section meeting Monday, the re- 
sponse being by R. A. Adams, general 
counsel American Central Life, In- 
dianapolis. 


United States Life Holds 
Convention at Home Office 














The United States Life held its 1936 
convention in its home office in New 
York City. Don Lee Hartman, super. 
intendent of agencies, presided at the 
Friday morning session, during which 
the delegates listened to C. V. Starr, di- 
rector; John Gerdes, vice-president and 
counsel; Andrew Webster, actuary; 
James Loutit, assistant actuary, and 
George Belser, who outlined some of 
the plans for future growth and expan- 
sion of business. James Typond of the 
new Chinatown office in New York gave 
an interesting outline of the company’s 
recent plan to write Chinese business 
in this country. : 


Afternoon Program 


Following the morning session, a 
luncheon was held at the Governor Clin- 
ton Hotel. The afternon session con- 
tinued there when Emanuel Dash gave 
a talk on “The use of settlement op- 
tions and trust agreements in selling life 
insurance.” C. J. Smith discussed “Co- 
operation between the home office and 
the field.” Ward Phelps of the Sales Re- 
search Bureau then introduced its new 
training course to the general agents. 

Friday evening an informal dinner 
was attended by 100 agents and their 
wives. During the evening a moving 
picture was shown. The Saturday morn- 
ing session included a demonstration of 
the “Tithe Plan” by members of the 
American Agency Association; a sales 
demonstration of program selling, and 
finally an address by C. V. Starr as to 
the “Future Plans of the Company.” 

After the convention, members of the 
President’s Club and their wives sailed 
on the George Washington to enjoy a 
three-day outing at the Cavalier Hotel, 
Virginia Beach. 








the class from ultimate mortality much 
higher than anticipated. 

Dr. Baker said experience on rein- 
sured cases in nearly all companies will 
be not less than 65 percent mortality 
for which reason the Kansas City Life 
does not accept insurance from other 
companies. It is believed to be more 
profitable to devote all energy to devel- 
oping agency business. 


Police & Fire Association Elects 


John C. Loucks, former chief of the 
Indianapolis fire department, was elected 
president of the Police & Firemens In- 
surance Association of Indianapolis, at 
the annual meeting attended by dele- 
gates from all parts of the country Mon- 
day. Other officers named were: Green 
Hagerman, Indianapolis, first vice-pres!- 
dent; Orel Chitwood, Indianapolis, sec- 
ond vice-president; V. D. Neelen, Pitts- 
burgh, treasurer, and W. M. Gaady, In- 
dianapolis, secretary. 
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Sharp Comment on Lessons 


fic Mutual Case 





Richard A. Calkins of Indianapolis is 
a specialist in non-cancellable accident 
and health insurance. He makes the 
following comment: 

“In my recent letter to THE NATIONAL 
UnperwritER, I complimented an article 
on the difficulties of underwriting non- 
cancellable disability coverage. Now I 
have a friendly criticism, and some gen- 
eral remarks to offer regarding the in- 
surance press that are’ not so friendly. 
Ido not write in an official capacity but 
as an individual who has the interests 
of sound insurance at heart. Our agency 
represents the Massachusetts Indemnity 
and Metropolitan Casualty. 

“The article in your Sept. 4 issue, 
headed ‘Non-Cancellable Field Is Much 
More Restricted,’ contains this state- 
ment: ‘With the complications that have 
arisen over the Pacific Mutual, agents 
are rather hesitant to broker non-cancel- 
lable business, even though they are 
pressed by clients.’ I would be inter- 
ested in proof that there are any appre- 
ciable percentage of agents who are hesi- 
tating to supply clients who clamor for 
non-cancellable disability insurance. We 
have found no such situation in Indian- 
apolis. Of course, we have attempted 
to educate the local life agents, on whom 
we depend for our sales, as to the equi- 
table underwriting practices of the Mas- 
sachusetts Indemnity and the company’s 
sound financial situation. 


Practices of Companies 
Need to Be Classified 


“Incidentally, if you recognize the 
public’s need for sound non-cancellable 
disability protection, I believe you will 
agree that the insurance press should 
feel the obligation to dig out the facts, 
favorable and unfavorable, regarding 
the practices of the companies still 
writing non-cancellable insurance. In 
fact, nothing needs cleaning up more 
than the general health and accident 
field. It is extremely difficult to sell 
sound coverage and get the required pre- 
mium, in the face of the competition 
from policies packed with smoothly 
worded exceptions. Life agents need 
this information because more and more 
of them are being looked to by their 
clients for advice on all personal insur- 
ance. Most of them do not know the 
difference between the several insuring 
clauses in use, that there are non-cancel- 
lable. term and non-cancellable renewal 
policies, how to interpret underwriting 
exhibits, etc. 

“I know your publication is devoted 
primarily to reporting news, but unques- 
tionably snecial articles of an educational 
nature will be received enthusiastically 
by life underwriters. As the article re- 
ferred. to indicates, there are very few 
companies writing non-cancellable dis- 
ability’ insurance: therefore, costly and 
extensive research would not be neces- 
Sary in corralling the facts for a series of 
articles on the subject. 


Savs Pollyanna Attitude 
Has Been Pursued 


“The insurance press has been guilty 
of a sin of omission, particularly during 
the past few years. In an attempt to 
avoid rocking the boat in the storm, it 
has placed a Pollyanna interpretation on 
too many financial statements and 
maneuvers in the insurance field. For 
example, Best’s 1936 Casualty Reports 
savs with reference to Pacific Mutual: 
This company has our recommendation.’ 
In the same report is a record of stock 
dividend payments aceregating $6,078,- 
647 for the period 1929 through 1935, 
and, for the same period, an underwrit- 
ing loss in the health and accident de- 
partment totalling $13,292,188. Even 
after A. N. Kemper took the Pacific Mu- | 
tual helm, just a small stock dividend 
had to be paid. | 

“According to a recent article in your | 
publication, the state examiners in De- | 
cember, 1932, reported Pacific Mutual . 





‘eminently solvent.’ (Consult Webster 
on the definition of ‘eminent’ if you feel 
the need of a smile). Three and one-half 
years later another group of examiners 
discovered a $23,000,000 deficit. It is 
hard to account for this sudden turn in 
affairs. It is even more difficult to charge 
all of this deficit to the health and acci- 
dent ‘loss leader’ scheme when you find 
tlhe operating expenses reported as rea- 
sonable and that the underwriting losses 
for 1932 through 1935 totalled $11,114,- 
990. What caused the balance of the 
$23,000,000 shortage? Was it customary 
to keep the officers supplied with cigars, 
and is that why the tobacco companies 
knew no depression? 


What was the Situation 
in 1932 Examination? 


“IT have been led to believe that state 
examiners charge in on a company at the 
most unexpected moment—and flanked 
by certified public accountants, finger- 
print artists and a great big Franken- 
stein with which to convince the com- 
pany officers that there is a bogey-man 





—really take charge of the place. Every 
officer and employe frisked and cross-ex- 
amined; every paper scrutinized. But 
those examiners who visited Pacific Mu- 
tual in 1932 certainly did not have even 
a bookkeeper in their retinue. 

“Somebody in the crew of 1936 exam- 
iners apparently could read—that is, if 
they are the gentlemen who discovered 
in the archives of Pacific Mutual that 
1926 warning by the lowly actuaries who 
inferred that the non-cancellable disabil- 
ity contracts could no longer be offered 
in exchange for cigar store coupons. 

“Pardon this verbose outcry. I am 
hopeful, as a result, you will recognize 
these facts: 


Sees Need of More 
Fearless Public Attitude 


“(1) A fearless, unbiased and imper- 
sonal campaign for better understanding 
of insurance practices (and malprac- 
tices) among your readers will generate 
reader interest. And, as one who has 
bought much advertising space, let me 
say that reader interest is just precious 
enough as a commodity that advertisers 
will buy space even though they hate the 
editorial policy of the publication. Give 
the 214,000 life agents the truth, and you 
will assure yourselves of enduring suc- 
cess. (Really, that statement to the 
effect that agents were withholding non- 
cancellable coverage from insistent cli- 





ents, smacks of pandering for those 
large companies who find cancellable in- 
surance a lucrative pastime. I; am as- 
suming that no ulterior motive was be- 
hind that statement, but it was an unfair, 
indirect condemnation of non-cancellable 
companies attempting to do a sound job 
of underwriting, unless you have proof 
that a reasonable percentage of agents 
are doubtful of this type of insurance. If 
there is such proof it is further evidence 
that the insurance press has not done 
its task of educating). 

“(2) The storm is subsiding and the 
boat can stand a little rocking if it is 
done gently at first, and with construc- 
tive purposes in mind. Educate the 
agents of this broad land and the com- 
panies will not dare to foist inferior un- 
sound protection on them and their 
clients. 

“(3) Insurance laws and politically. con- 
trolled insurance departments are as 
nothing without the pressure of an 
aroused and progressive insurance press. 

“The situation does not call for an 
Elizur Wright or another Charles Evans 
Hughes but rather a persistent educa- 
tional campaign far more powerful and 
lasting than the efforts of any individual. 
With such a campaign, insurance can 
meet the next depression and come off 
more nearly unscathed. It is your oppor- 
tunity.” 














THE PILOT 





T is no longer necessary for the ambi- 
tious life insurance salesman to use hit- 
or-miss methods in obtaining a working 
knowledge of his business — training 
courses, study plans, and home office 
supervision Now help to guide him to 


SUCCESS. 


The Pilot Life is happy to add its up-to- 
date and effective salesmanship study 
course to the long list of sales helps 
now at the disposal of its field force. 


PILOT LIFE INSURANCE COMPANY 


Greensboro, North Carolina 


Emry C. Green, President 
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Much Interest in White House Meet 


(CONTINUED FROM PAGE 1) 





uation of the insurance industry and see 
what the federal government may do 
further to improve conditions if addi- 
ttional aid is needed. The whole atti- 
tude of the administration, it was 
stressed, is one of helpfulness. 

Those invited to the conferencce in- 
cluded Thomas A. Buckner, president 
New York Life; James A. Beha, former 
New York State insurance superintend- 
ent, now manager National Bureau of 
Casualty & Surety Underwriters, who 
was unable to attend; William Safford, 
vice-president Western & Southern In- 
demnity, and former Ohio insurance 
superintendent, who was delayed in 
reaching Washington; Charles F. Wil- 
liams, president Western & Southern 
Life; Edmund E. Zacher, president 
Travelers; Guy W. Cox, president John 
Hancock Mutual Life; M. J. Cleary, 
president Northwestern Mutual Life, 
and Chairman Ecker and Vice-president 
J. D. Craig of the Metropolitan Life. 


Report on New York System 


In the absence of Mr. Beha, the 
President received a report on a study 
made by the former New York official 
which led to an agreement between va- 
rious state officials and certain types of 
insurance companies for the setting up 
of a system of accounting which in- 
cluded the listing of securities as of a 
certain date when the assets were fig- 
ured, rather than being listed currently. 





It was explained that had insurance 
companies been called upon to liquidate 
at certain times during the past few 
years they could not have done so be- 
cause the market prices of their assets 
had so declined. 


Assisted by the Government 


During the course of the conference 
the President referred to the assistance 
granted the industry by several of the 
lending agencies of the government, 
which included the purchase from life 
companies by the Farm Credit Admin- 
istration of nearly $292,000,000 in farm 
mortgages, the refinancing by the home 
owners Loan Corporation of $188,600,- 
000 of mortgages held by life companies 
on small homes, and the advanccing to 
various life companies of $42,800,000 by 
the Reconstruction Finance Corporation. 


Mr. Ecker Interviewed 


Following the conference Mr. Ecker 
declared that the discussion covered the 
general situation of the insurance in- 
dustry but never with any question re- 
garding its solvency. Nothing that was 
said during the conference, he said, in- 
dicated that the President planned to 
have the federal government take over 
any part of the insurance industry or 
create any federal body to control its 
operations... Mr. Ecker expressed his 
own opinion that all life companies are 
absolutely sound and asserted their con- 





Central Life 
Salutes FAMOUS 
MEN OF ACTION 







Minute Men of 1776 .. . among the 
bravest and most colorful figures of 
Revolutionary War days ... are 
revered by all Americans, 


Central Life 


“Men of Ciction” 


are specializing in 


RETIREMENT INCOME 


using new selling aids 


1. Special Business Proposition 
Presentation of Retirement 
Income at 65 for males with 
supporting sales plan. 


2. Economic Security Fund 
Presentation of Retirement 
Income at 60 for females 
with supporting sales plan. 


3. Beckoning You To Carefree 
Days 

Retirement Income section of 

the “Prospecting by Mail’ 
system. 


Forty Years of 
Progress and Achievement 
1896-1936 








CENTRAL LIFE 


ASSURANCE SOCIETY 


— Uutual ? 


Des Moines, Iowa 








dition has materially improved since the 
depth of the depression. 

Referring to the suggestion for co- 
operation in the social security program, 
he pointed out that there are a number 
of ways in which the life companies 
could participate, including supplement- 
ary contracts offered along with the an- 
unities provided by the government. 


Scope of Life Insurance 


In a formal statement issued by the 
insurance group following the confer- 
ence it was explained that they had ad- 
vised the President that between Jan. 
1, 1933, and June 30, 1936, the combined 
assets of all life companies in the coun- 
try increased more than $3,000,000,000 
from $20,900,000 to $23,915,000,000. In 
addition, it was said, there are now 
2,000,000 more policies in force than 
four years ago. 

“The pronounced improvement in 
general conditions is reflected in a 
marked falling off in loans to policy- 
holders whch, at the beginning of 1933, 
totalled approximately 18 percent of the 
assets whereas at the present time they 
are approximately 14 percent,” it was 
said. 

Complimented by Roosevelt 


“The President complimented the ex- 
ecutives on their successful stewardship 
for the 63,000,000 of American policy- 
holders. He pointed out that America 
is fortunate in having developed the in- 
stitution of life insurance to a greater 
degree than anywhere else in the world, 
and that insurance has made, and con- 
tinues to make, a great contribution to- 
ward security which is one of the ad- 
ministration’s prime objectives. 

“There can be no doubt, all the re- 
ports to the contrary notwithstanding, 
but that American citizens who hold 
life insurance policies issued by insur- 
ance companies in the United States 
possess the safest of all possible secur- 
ities.” 

President Williams’ Statement 

C. F. Williams, president of the West- 
ern & Southern Life told President 
Roosevelt: 

“The progress toward recovery of 
our company began in 1933 very slowly, 
but yet it was definite progress. In 1934 
the forward trend was very pronounced; 
although new business sales were low, 
terminations decreased sharply due es- 
pecially to a lessened demand for cash 
surrenders and loans. In 1935 prog- 
ress accellerated rapidly. New business 
selected by our most conservative stand- 
ards equalled pre-depression volume 
when considered on a production basis. 
For the first eight months in 1936 pro- 
duction estimated on the above basis 
exceeds anything in the previous his- 
tory of the Western & Southern. 

“I feel that the fight of the federal 
government through its various relief 
and public health agencies against want, 
disease and despair, has been a great 
factor in helping this and other com- 
panies to overcome the effects of the 
depression and make continued prog- 
ress. 


INTEREST IN CONFERENCE 


Life men were intensely interested in 
the White House conference. Imme- 
diately a political move was suspected. 
Col. Frank Knox, publisher of the “Chi- 
cago News,” Republican candidate for 
vice-president, had made a speech at 
Allentown, Pa., Sept. 5, in which he was 
reported as questioning the safety of 
life insurance and savings deposits if the 
New Deal administration were con- 
tinued. In his address Tuesday at 
Helena, Mont., Colonel Knox devoted 
his time to the subject. He claimed that 
he “did not refer to the condition of any 
bank, any insurance company or any 
other private enterprise but instead re- 
ferred solely to the value of money in 
which insurance is paid and savings are 
kept.” 

Notwithstanding Colonel Knox’s ex- 
planation, undoubtedly the effect of his 
Pennsylvania speech was disturbing to 
many policyholders who could not dis- 





criminate as to the niceties of his phras. 
ing. Colonel Knox wanted to convey 
the information that a continuation oj 
the present federal policy of Spending 
and borrowing would lead to inflation 
and consequently reduce the buying 
power of life company and savings bank 
dollars drastically. 

In the effort to influence people to 
vote against President Roosevelt, if, 
men feel that extreme statements haye 
been used which unnecessarily frighten 
policyholders. President Linton of the 
Provident Mutual, in a statement this 
week said that regardless of the party 
elected the budget should be balanced, 
He pointed out the danger of stretching 
bank credit too far. The alarming com. 
ment of political speakers as to the 
safety of life insurance and savings de. 
posits has had a depressing effect, At 
the meeting of the Joliet, Ill., Associa. 
tion of Life Underwriters this week, 
Colonel Knox’s utterances were unani- 
mously condemned as impolitic and ex. 
treme, 

Recall Famous Salary List 


Perhaps life men are inclined to pick 
at Colonel Knox because a few years 
ago his Chicago “News” published a list 
of life insurance salaries paid by a num- 
ber of companies and the amounts were 
criticised, the point being made that no 
reduction was made during the depres- 
sion. That was before the SEC had 
brought out into the open the remun- 
eration of big executives in other lines, 
Hence the life insurance salaries made 
imposing reading. The article was re- 
printed all over the country and prob- 
ably did as much damage to the busi- 
ness as anything that had been set forth. 

The financial editor who wrote the 
salary article in the “Daily News” was 
Dennis Murphy, who later was pro- 
moted by the “News.” Colonel Knox 
was visited by many life men and stren- 
uous protest was made but he stood by 
Mr. Murphy and the latter’s advance- 
ment indicated that he had the support 
of the management. 

Colonel Knox spoke vigorously in fa- 
vor of sound money at the National As- 
sociation of Life Underwriters meeting 
in Chicago in 1933, following the intro- 
duction of a resolution asking that the 
government follow a sound-money pol- 
icy. 


Jordan Heads Buffalo Office 


The Connecticut General Life has ap- 
pointed Fred T. Jordan as manager of 
its Buffalo office. C. Blaine Phillips, 
who has been manager for the past six 
years, will continue with the agency as 
brokerage department manager and as 
personal producer working along pro- 
gramming lines. 

Mr. Jordan is a native of Maine and a 
graduate of the University of Maine. He 
has been in the insurance business since 
1928 and has had broad experience in 
personal selling and agency organization 
work. For the past two years he has 
been assistant manager in the Connec- 
ticut General’s Philadelphia agency. 








NOTICE 


Any Life Company wishing to estab- 
lish or replace a general agency at Den- 
ver, Colorado, may secure the services 
of a representative with twenty-five 
years experience of selling and agency 
organization work both in the Life and 
Accident field; the past eleven years in 
Colorado. 


ADDRESS D-71, NATIONAL UNDERWRITER 














SUPERVISOR WANTED 
By large Old Line Life Insurance Agency, Cleve- 
land, Ohio. Man between 30 and 40 years of age. 
Good . Opportunity for advancement. 
desired, could interview at National Association 
Cc tion in ton this month. 
ADDRESS D-72, NATIONAL UNDERWRITER 
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Record Is Given 


for Connecticut 





' Insurance Department Shows the 


Scope of Life Insurance 
in 1935 





| IMPROVEMENT IS NOTED 


Report Brings Out Some Interesting 
Figures Relating to the Operations 
of State Companies 


A total of 79,239 ordinary life poli- 
cies was issued in 1935 to Connecticut 
residents, 4,389 less than in 1934, ac- 
cording to a summary of the Connecti- 
cut insurance department’s report. 
While the number decreased, there was 
a marked increase in the average 
amount of each policy over 1934, revers- 
ing a trend toward policies of smaller 
amounts that had been evident for sev- 
eral years. The average amount of each 
policy issued in 1935 in Connecticut was 
$1,907, compared with $1,772 in 1934, 
$1,794 in 1933 and $2,094 in 1932. 

Life insurance of all kinds written on 
the lives of Connecticut residents in 
1935 amounted to $282,107,621, com- 
pared with $291,729,052 in 1934. A de- 
crease of $11,429,973 in new industrial 
life written in the state approximately 
accounts for this difference. New in- 
dustrial life insurance written in 1935 in 
Connecticut totaled $84,788,628, com- 
pared with $96,218,601 in 1934, a de- 
crease of 11.88 per cent. No Connecticut 
life company writes this class of busi- 
ness, 

New group in Connecticut in 1935 
amounted to $46,178,366, a decrease of 
$1,109,245. Group insurance in force in 
Connecticut, however, increased from 
$207,743,809 to $223,816,323, of which 
$156,551,130 was in Connecticut com- 
panies. New ordinary life issued in 
Connecticut was slightly more than the 
total in 1934, the respective figures be- 
ing $151,140,627 and $148,222,840. 

Policy Loan Situation 


The downward trend in policy loans 
which became evident in 1934 after they 
had risen sharply since 1929 continued 
in 1935. As of Dec. 31, 1935, policy 
loans in force in the 46 reporting com- 
panies totaled $2,997,015,286, represent- 
ing 14.67 percent of their total admitted 
assets. At the end of 1934 policy loans 
in force represented 16.16 percent of the 
total assets. The Connecticut companies 
reported a decrease of $7,148,893 in pol- 
icy loans in force at the end of 1935. 

There was again a drop in mortgage 

loans and an increase in bonds. Mort- 
gage loans and bonds held by the 46 
companies as of Dec. 31, 1935, were 
22.57 and 44.64 percent, respectively, of 
their assets, as compared with respective 
percentages of 26.17 and 40.49 as of 
Dec. 31, 1934, and 31.62 and 35.88 as of 
Dec. 31, 1933. The percentage of stocks 
to total assets of the companies rose 
‘rom 2.89 to 3.13 during 1935, while that 
of real estate rose from 7.61 to 7.94 dur- 
ing the year. 
_ The mortality ratio for the 46 report- 
ing companies was 58.8 percent in 1935, 
compared with 60.3 percent in 1934, 62.1 
percent in 1933 and 61.9 percent in 1932. 
The ratio of actual to expected mortal- 
ity for the ‘Connecticut companies in 
1935 was 65.85 percent, compared with 
68.21 percent in 1934, 68.96 percent in 
1933 and 68.34 percent in 1932. 

The Connecticut companies wrote 
18.88 percent of all the ordinary life in- 
surance issued in Connecticut in 1935 
and at the end of the year had 24.84 
percent of such insurance in force in 








Connecticut. They wrote 10.27 percent 
of the new ordinary life insurance writ- 
ten throughout the country by all re- 
porting companies in 1935, and on Dec. 
31, 1935, had 11.22 percent of the total 
ordinary life insurance in force in all the 
companies. As of December 31, 1935, 
they had 35.55 percent of the group in- 
surance in force in all the reporting 
companies, and 69.95 percent of the 
group insurance in force in Connecticut. 

The following companies were the 
leaders in new ordinary business issued 
in Connecticut in 1935: Metropolitan 
Life, $37,428,358; Prudential, $25,371,- 
273; John Hancock Mutual, $12,511,625; 
Travelers, $7,565,431; Connecticut Gen- 
eral Life, $6,512,087; Phoenix Mutual 
Life, $6,228,269. 

The leaders from the standpoint of 
ordinary life insurance in force in Con- 
necticut were as follows: Metropolitan 
Life, $307,250,557; Prudential, $138,889,- 
068; Travelers, $99,251,169; John Han- 
cock Mutual Life, $80,456,507; Connecti- 
cut General Life, $78,482,249; Aetna 
Life, $64,642,483. 


Revamping of Oklahoma’s 
Insurance Board Pending 





OKLAHOMA CITY, Sept. 17.— 
Statutory provision for an entirely new 
state insurance board composed of three 
members will be proposed to the next 
legislature by Commissioner Read. 
Probably he will propose abolishing of 
the fraternal board as he suggested this 
action in his annual report recently. Mr. 
Read would have the new board much 
like the school land commission in per- 
sonnel, composed of secretary, state fire 
marshal, and a state official as a mem- 
ber. The board could assume entire 
jurisdiction on hearings for rate-making 
purposes. The fraternal business could 
be handled by the department, Mr. Read 
said. He feels there is duplication of 
effort with all the boards. The proposed 
board, being made up of salaried state 
officials, would carry no salary so far 
as its rate-making activities are con- 
cerned, Mr. Read said. All recommenda- 
tions of the board would be made to the 
commissioner. 


Increase in Alabama Revenue 


BIRMINGHAM, ALA., Sept. 17.— 
License fees and tax collections made 
by the Alabama bureau of insurance to- 
tal $918,047 so far during the present 
calendar year. Collections amounted to 
$755,436 for the entire 12 months of 
1935, and $691,810 for the year preced- 
ing. Escaped revenue rounded up by 
the bureau, it was announced by Super- 
intendent Julian, exceeds the entire 
operating expense of the department. 


General American Conference 


ST. LOUIS, Sept. 17—The super- 
visors and group representatives confer- 
ence of the General American Life, 
proved the most successful gathering of 
its kind ever conducted by the company. 
A number of agency assistants, group 
insurance specials and agency cashiers 
who are considering entering the sales 
branch of the business from various sec- 
tions attended the various sessions and 
were instructed in various phases of 
modern trends in life insurance, group 
insurance and accident and health in- 
surance. 

At the opening session Vice-president 
J. J. Moriarty presided. Among _ the 
speakers were President W. W. Head 
and General Attorney Allan May. There 
were sales clinics during the meeting 
<n by S. G. Dickinson of Hart- 
ford. 


Propose Mexican Trip 

The American Express Company is 
promoting a Mexican trip for those at- 
tending the meeting of the American 
Life Convention at Dallas, who desire 
to make a tour through the southern 
republic. The party will leave Dallas 
the evening of Oct. 16 and will arrive 
in Mexico City the evening of Oct. 18. 
There will be sightseeing trips in Mex- 


ico City and important points within a 
radius of 85 miles. The party will leave 
Mexico City Oct. 23. 





Hold on to Real Estate 


Very few of the life companies these 
days are making any serious attempt to 
dispose of real estate which they own. 
Practically all of them are receptive to 
offers for real estate of the poorer 
grade, but they are holding on to good 
properties. They find that although real 
estate can be sold these days and the 
market is rather active, there has not 
been much of an increase in prices and 
they believe that there will not be. much 
of an increase until rents are raised. 
They believe that there will be quite a 
movement toward higher rents this fall 
and if such a development takes place, 
there will be an upward movement in 
the price of real estate itself. In that 
event the point will be reached where 
the companies will be willing to dispose 
of many of their properties. 





Equitable Official Is Shot 
After Mortgagor’s Threats 














F. L. Wilmoth, 34, traveling auditor of 
the Equitable Life of New York, who 
was shot after being threatened about 
a mortgage foreclosure, is out of danger. 
He was driving from Akron, O., to 
Cleveland when he was stopped by two 
men and a woman. They searched his 
car and one of the men shot him. 

Mr. Wilmoth told police he had re- 
ceived letters threatening to kidnap and 
shoot him if the Equitable went ahead 
with certain foreclosures. The threats 
are understood to constitute an isolated 
case and are not symptomatic of a ten- 
dency in that section. 





Stephen Matyas, general agent of the 
Ohio State Life at Hazleton, Pa., has 
completed 350 weeks of consecutive pro- 
duction. He has produced every week 
that he has been with the company. 





CATCHING 


HOME OFFICE: 








As the captain and the crew of the old 
clipper ships made ready and cast off at the 
turn of the tide, that they might be in mid- 
stream to catch the full ebb tide, so is the 
Great Southern outbound on the crest of Re- 
covery. Well trained and staunchly "bot- 
tomed" through definite and continuous train- 
ing, and well equipped with sea-worthy cover- 

- age in both participating and non-participating 
life insurance contracts, her Representatives 
face the prospect world with eager enthusiasm. 


Advancing with the Great Southwest, the 
Great Southern Life is forging steadily onward. 
For the first half of 1936 its representatives de- 
livered and paid for 17% more Protection than 
during the first half of 1935. 


Our non-forfeitable renewal agent's con- 
tract offers enviable opportunities. 


GREAT SOUTHERN 


LIFE INSURANCE COMPANY 


E. P. Greenwood, President 
HOUSTON, 
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Starting Young Men in Service 


ASSISTANT SecrETARY A. E, N. Gray 
of the PrupENTIAL in a recent address 
called attention to the number of young 
men that are entering the life insur- 
ance field in various capacities. This 
was brought to his immediate attention 
because he had taken a part in appoint- 
ing four new managers, three in the 
south, all young men. 

This entrance of young men into in- 
surance impresses all with the necessity 
of gradually keeping the source of sup- 
ply free and open. There should be at 
all times young men coming up to fill 
responsible positions. Any office or or- 


ganization that neglects to look forward 
as well as backward and attempts to re- 
cruit men later on, when it is too late 
to maintain a high standard, incurs a 
great loss of momentum. After all, the 
best people to serve an institution are 
those that it has built itself. The men 
at the top, the older ones, should ever 
keep in mind that the day will come 
when their work will cease and others 
will have to take their places. There 
should be a constant flow of new and 
young material starting at the bottom 
and being found at various graduation 
points along the way. 


Million Dollar Writers 


THERE are 139 that qualified for the 
million dollar round table at the annual 
convention of the National Association 
of Insurance Agents. This is very 
heartening and shows that in spite of all 
the obstacles we still have large writ- 
ers who through hard work, resource- 
fulness, ability and genius are able to 
get into the millionaire class. It is far 
more difficult these days to write a mil- 


lion dollars of life insurance than ever 
before. A million dollar writer has to 
depend more on smaller cases to make 
his volume. There is always room for 
these large writers. There is much 
more demand for the salesman who 
writes a less volume of business and 
whose service and contribution are 
highly important. Both discharge im- 
portant functions. 


Football Contests Are Now On 


DurincG the fall season when football 
is the rage, many agencies conduct 
contests based on rival football teams. 
This appeals to the imagination and in- 
asmuch as there is so much conversation 
about football the feature is a popular 
one. Usually on the bulletin board of 


the agency there is an illustration of 
football players in action, each player 
being some member of the agency and 
as he gains points he moves forward. 
There are many variations of this form 
of contest but it is utilized to good ad- 
vantage. 


Keeping on the Right Road 


INSURANCE executives certainly during 
the last seven or eight years have 
learned valuable lessons in many ways. 
They have seen the effect of the depres- 
sion and its devastating acts on business 
institutions. The insurance company 
that has been wisely, conservatively and 
intelligently managed has emerged with 
great credit to itself. Those that have 
been vulnerable have suffered. An ex- 
ecutive, for example, has found that it 
is essential to have ample reserves and 
adequate surplus. He must see to it 
that no part of his company is unduly 
exposed to danger. He makes a mis- 
take if he follows paths that are fraught 
with perils or seeks to do business in a 
way that experience has shown to be 
unwise. There is the temptation at 
times to do unorthodox things. On 
some occasions executives forget that 
there are only 100 cents in the dollar. 
They pay more for business than it is 
worth. They become very liberal in 


their policy. In spite of danger signals, 
warnings and the writing on the wall 
they attempt to run counter to the ex- 
perience of the past, evidently feeling 
that nothing can stay their progress. 
Some executives take too many chances. 
They seek to accomplish their ends too 
rapidly. They take on more than they 
can assimilate. They cannot digest the 
food fast enough. 

The companies that have fallen by the 
wayside and have had to retire met their 
doom because of some specific cause 
that should be a lesson to everyone else 
who endeavors to operate a corporation. 
When these causes are analyzed nearly 
all point to the fact that the company’s 
policy has been an unwise one and has 
run counter to economic and sound busi- 
ness principles. 

In the investment field, for example, 
certainly the greatest lesson that has 
been taught by the depression, is the 
desirability of diversification. This 





means diversification in many ways. In 
the life insurance field some companies 
have run too strongly to farm mort- 
gages. Others to railroad securities. 
Others to utilities. Others to something 
else. Some have gambled too much on 
enterprises in a single city or section. 
They loaned on huge enterprises and in- 
herited white elephants. Diversification 
is necessary not only as to classification 
but there should be _ diversification 
within that classification. The greater 
the spread along reasonable lines the 
safer the company. In the fire and cas- 
ualty field where there is a greater 
range for investment some companies 
have become too speculative and have 
taken on the atmosphere of Wall street 
too eagerly. They, too, have put too 
many eggs in one basket. 


Some companies have evidently felt 


that they could take on large risks, jp, 
vest in large enterprises to an abnormal 
degree and, in short, adopt a sort Of a 
jumbo policy in their operations, This 
has proved decidedly expensive and 
sometimes thas been death bearing, 

The satisfaction that tried and try 
executives get from their operations 
comes from results that they see whey 
they have traveled a path that expe. 
rience has shown to be safe and no 
wandered too far from a well chartej 
course, have used sound sense and good 
judgment and have kept in mind all the 
time that there is a limit to which any 
company can go. Business is worth 3 
certain amount and no more. — The 
trouble is that too many companies haye 
exceeded the maximum in many differ. 
ent directions. Life insurance is not g 
business of gambling. 








PERSONAL SIDE OF BUSINESS 





Gordon H. Campbell of Little Rock, 
Arkansas and Louisiana general agent 
of Aetna Life, has been reelected presi- 
dent of the state association of football 
coaches. Alvin Bell, also a well known 
insurance man, was reelected secretary. 

F. R. Davenport, agency secretary of 
the Old Line Life of America, is re- 
cuperating from an operation. 

R. G. Richards, agency secretary 
Atlantic Life, will direct the publicity 
for the Red Cross membership drive in 
Richmond next month. 

W. L. Noneman, vice-president of the 
Occidental Life of Raleigh, N. C., has 
returned to the home office following a 
month’s combined vacation and business 
trip to the Rocky Mountain district. 
W. H. Trentman, agency vice-president, 
has also returned from an agency trip 
through western territory, conducting 
an agency meeting at the Yellowstone 
National Park, and visiting agencies in 
Utah, Colorado, New Mexico and Texas 
en route. 


In honor of the 35th anniversary of 
U. D. Ward, agency director New York 
Life, Milwaukee, with the company, 
agents of the Wisconsin branch are 
staging a 35-day sales drive. Mr. Ward 
started as a clerk in Philadelphia, Sept. 
20, 1901, and was subsequently —— 
cashier ‘of various offices, going to Mil- 
waukee as cashier in December, 1911. 
He was appointed agency organizer in 
1919 and became agency director Jan. 1, 
1927, succeeding S. O Buckner, brother 
of President T. A. Buckner. 


L. W. Norton, seni agent North- 
western Mutual Life, Durham, N. G;, 18 
observing his 20th anniversary of con- 
tinuous association with the company. 
He started as special agent at Durham 
in 1916, being successful and selling 
more than $1,000,000 in one year. He 
became general agent for eastern North 
Carolina in 1929 and was given the 
entire state in 1934. That year his 
agency produced 80 percent more busi- 
ness than in 1933, in 1935 had 150 per- 
cent increase over 1933, and in 1936 will 
show better than 200 percent over 1933. 





July was the largest paid for month in 
the agency’s history and in August the 
won an annual contest known 


agency 
as the “All Southern Feud,” between 
the North Carolina, Tennessee, Vir- 


ginia and Georgia general agencies, 
Vice-president Edmund Fitzgerald at- 
tended a meeting of the Norton agency 
in Durham Sept, 14-15. 

Bascom Lang, agent in the Austin, 
Tex., office of the Elmer Abbey genera! 
agency of the Aetna Life, has been ap- 
pointed director in Travis county and 
assistant state director of the Roosevelt 
First Voters League. 


Harry J. Stewart, superintendent of 
agents in the Pacific Northwest for the 
West Coast Life, will spend three weeks 
this fall in Honolulu with his family. He 
will return Jan. 5 and will visit the 
home office at San Francisco before get- 
ting back to his desk at Seattle. 


Fred P. Metzger, president of the 
American Home Life of Topeka, Kan., 
died of heart disease upon return from 
a world tour. He was 67 years of age 
and had been president for 18 years. 


J. H. Rowe of the Chicago agency ot 
the Bankers Life of Iowa seems to ve 
headed for his sixth consecutive year as 
the leader of its field organization. Ile 
is a charter member of the top club, 
which was originated in 1927 and_ has 
been a member since it was established. 


J. C. Rietz, vice- -president and actuary 
Midland Mutual Life, is convalescing in 
a hospital in Columbus, O., following 
a tonsillectomy. He is recovering rap- 
idly and is expected to return to his 
office soon. 


P. M. Anderson, “general agent of the 
Occidental Life of California for China, 
with headquarters at Shanghai, who has 
been visiting the home office, has re- 
turned to the Orient. 


Henry G. Mosler, Massachusetts Mu- 
tual, Los Angeles, life member of the 
Million Dollar Round Table, returned 
home with his family from an extended 
trip to the Orient, visiting Japan, China, 
Manchuria and Korea. He was gone 
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and a half months. Mr. Mosler will 
fro the Boston meeting of the Mil- 
Bion Dollar Round Table. 


_ 


rs, Marie H. Roberts, head of the 
woman's department of the Massachu- 
setts Mutual Life’s central Ohio agency, 
Hjied in Columbus after a long illness. 
She was 66 years old and is said to have 
heen the first woman to sell life insur- 
ance in Columbus. She had been asso- 
ciated with Fritz. A. Lichtenberg, gen- 
eral agent, for 32 yeers. 

Briggs A. Hoffmann, vice-president 
and sales manager of the Lawton-Byrne- 
Bruner Insurance Agency Company, has 





been selected to direct the 3,000 workers 
in the general subscription division of 
the United Charities campaign in St. 
Louis this fall. Fred L. English, gen- 
eral counsel, General American Life, is 
general chairman of the campaign. 
Upon his recent retirement from the 
Canada Life W. A. Garrigan, well-known 
life insurance man of Akron, O., set 
out on a world cruise that will take him 
to the far corners of the earth. Before 
leaving, Mr. Garrigan was the recipient 
of congratulations from his many 
friends in that city and at the home 
office. Mr. Garrigan’s three sons have 
taken up life insyrance as a career, and 
are now representing the Canada Life. 
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NEWS OF THE COMPANIES 
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Moves to Its New Building | Schulz Brothers Are Indicted 





Manhattan Life Goes to Its Twelve 
Story Structure in West 57th 
Street, New York 





The Manhattan Life is moving its 
home office in New York City to 120 
; West 57th street. It is a 12-story build- 
ing, the first three floors being finished 
in Indiana limestone and the upper in 
red brick. Many of the finest shops in 
the city are located in that locality. 
Fiity-seventh street is one of the widest 
thoroughfares in New York City. The 
building is owned by the Manhattan 
Life. It is in the district which is the 
center for fine arts, music, paintings, 
sculpture, etc. 





Life Company Notes 


The United States Life has applied for 
admission to Oklahoma. 

The Occidental Life of Los Angeles has 
been licensed in Michigan for life, health 
and accident. 





Joins Agency Staff at the 
Head Office of Home Life 























P. H. YEOMAN 


P. Hf. Yeoman, who is added to the 
home office agency staff of the Home 
Life, entered the life insurance business 
trom the field of banking 6% years ago. 
W. P. Worthington, superintendent of 
agencies of the Home Life, who at that 
time was a general agent, employed Mr. 
Yeoman as his cashier, Because of his 
sales ability, he soon entered field work 
Where his aptitude for not only joint 
selling but training and directing new 
men asserted itself. Mr. Yeoman ad- 
vanced to the position of supervisor and 
then district manager of the Continental 
‘american, and for the past year and 
one-half has been with the Travelers 
4s a field assistant. After the comple- 
tion of his training period at the home 
ofice, Mr. Yeoman will assist general 
agents in securing, training and direct- 
ig new organization. 





Officials of Des Moines Companies Face 
Federal Court Charges of Using 
the Mails to Defraud 





DES MOINES, Sept. 17.—William 
Schulz, Jr., and Carl G. Schulz, former 
president and secretary respectively of 
the Union Mutual Casualty and Union 
Mutual Life of Des Moines, are sched- 
uled to appear in federal court here 
Sept. 19 to answer indictments for using 
the mails to defraud. 

The indictments allege the two 
brothers “entered into a scheme devised 
for obtaining money and property by 
means of false and fraudulent pre- 
tenses” involving “representations and 
promises in letters, circulars, pamph- 
lets and advertisements” that the com- 
pany owned and occupied a new home 
office and was issuing a standard, ap- 
proved policy; that the two companies 
were under the supervision of the Iowa 
department and were operating under 
federal postal laws and regulations, and 
that both companies would pay all just 
claims promptly. The indictment al- 
leges none of these statements were 
true. Most of the business of the com- 
panies was done by mail. Early this 
year a “reorganization” of the two com- 
panies occurred. Subsequently, with 
the Schulz brothers dropped from the 
list of officers, the life company was 
placed in receivership, with Commis- 
sioner Murphy as receiver, and later was 
reinsured by the Occidental Life of Los 
Angeles. The Union Mutual Casualty 
was reinsured by the Mid-West Cas- 
pri of Sioux City, without receiver- 
ship. 





Crusaders Life’s Progress 


The Crusaders Mutual Life with head 
office in Dallas, which was organized 
June 19 on the old line legal reserve 
basis, has now in force about $500,000 
insurance. P. D. Smith is president and 

. F. Alien, secretary and treasurer. 
Both have had considerable experience 
in life insurance. L. O. Shudde is con- 
sulting actuary. An agency force is now 
being established throughout Texas. A 
school of instruction for agents was 
started at the head office this week. The 
Crusaders is featuring a special charter 
policy and a family group policy. 


Texas Life Is Honored 


The Texas Life, oldest legal reserve 
life company in the United States from 
Waco, Tex., west that operates under 
its original title, was given recognition 
by the Waco chamber of commerce in 
a folder extolling the advantages of the 
city. J. D. Mayfield, president, was the 
founder. The Texas Life is primarily 
a home owned and operated company. 


State Asien Needed 


ST. LOUIS, Sept. 17.—The United 
States circuit court of appeals has 














affirmed a district court decision which 
sustained a demurrer of the Fidelity & 
‘ Deposit to the suit of Oscar H. Hent- 





schel, liquidating trustee for the Western 
States Life, to recover on a fidelity bond 
executed by the Fidelity & Deposit to 
cover any loss to the life company 
caused by larceny of an employe. The 
district court in sustaining the demurrer 
said such a suit could be maintained only 
by the state superintendent of insurance. 
The company, which had home offices in 
Clayton, Mo., was dissolved in February, 
1930, and its business reinsured by the 
American Savings Life. 


Federal Union Hearing 


The Ohio insurance division is mail- 
ing out notices of a Federal Union Life 
hearing Oct. 15 in the common pleas 
court at Columbus in connection with 
the rehabilitation plan promulgated by 
the Ohio department of insurance. The 
rehabilitation plan was prepared by the 
division of insurance after months of 
study and investigation. 





Occidental Life Advancements 


Vice-president V. H. Jenkins of the 
Occidental Life of California has an- 
nounced the appointment of Carl L. 
DeVries as assistant vice-president. He 
will be immediately under Vice-president 
Jenkins, handling principally the admin- 
istrative work of the agency department. 
Mr. DeVries has conducted the conser- 
vation department of the Occidental 





since 1933 and has been engaged in lite 
insurance work for ten years. 

C. S. Rathbone, agency secretary, will 
continue to serve in this capacity and 
in addition has been given the title of 
director of education. In his new edu- 
cational duties he will be assisted by A. 
M. Anderson and Gene Waddle, each 
with the title of assistant educational 
director. Harry Yaw. who has been 
doing field work for the company in the 
middle west for some time, prior to 
which he was assistant to Vice-president 
Jenkins, has been appointed agent's 
counsel to succeed Mr. Waddle. 


” Standard Life, Ind., Reports 


The Standard Life of Indiana, which 
began writing business 16 months ago, 
reports life insurance written of $4,500,- 
in 





io 


000, having 1,500 stockholders 
Indiana counties, 1,100 of whom have 


purchased life insurance. Harry G. Les- 
lie, former Indiana governor, 1s presi- 
dent of the company. 


Officers Made Directors 

DETROIT, Sept. 17.—Three execu- 
tive officers of the American Life were 
elected directors at the recent stock- 
holders’ meeting. They are Jay S. Gar- 
man, vice-president and agency director: 
Thomas M. Heuss, secretary, and Dale 
Byron Ayres, agency supervisor and son 
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of President C. L. Ayres. Mr. Garman 
was Pennsylvania manager for 18 years 
before coming to the home office in 
1935 as agency director. Later he was 
elected vice-president. : 

Mr. Heuss joined the company in 
1908 as an office boy, advancing to his 
present position. Mr. Ayres has been 
associated with the company since his 
college days, when he worked in various 
departments during his vacation periods, 
learning the business. He served as 
ss for several years and for the 
sast four years has been agency super- 
wee tor western Michigan. 





Policyholders File Suits 


ST. LOUIS, Sept. 17.—A_ petition 
filed on behalf of 64 policyholders of 
the Continental Life of Missouri from 12 
states other than Missouri and Arkansas 
and seeking an injunction to prevent the 
final consummation of the sale of the 
company to the Kansas City Life has 
been filed in the United States district 
court here. The policyholders claim 
to hold $540,000 of Continental insur- 
ance. 





Wind Up Midwest Affairs 


Affairs of the Midwest Life of Okla- 
homa were closed, and George J. Fagin, 
attorney, was discharged as_ recciver. 
Approximately 20 percent of their 
claims were distributed to creditors from 
the assets, Mr. Fagin said. Most of the 
policies were reinsured by the National 
Aid Life of Oklahoma City. 





Dissolve United Industrial Shares 


United Industrial Shares, the holding 
company connected with the United of 
Chicago, is being dissolved. Stockhold- 
ers are being offered stock in United for 
stock in United Industrial Shares. In 
the transfer the United stock is being 
given a value of $40 per share and about 
one share of United is being given for 
every three shares of United Industrial 
Shares. 








Great-West Names Group 
Manager and Secretary 




















SCHWEITZER 


VAL E. 
The Great-West Life has appointed 
Val E. Schweitzer as manager of its 
group department. Mr. Schweitzer, an 
arts and law graduate of the University 
of Manitoba, has for the past four years 
been special representative at Winnipeg 
for Canadian government annuities. 
With the announcement of Mr. Schweit- 
zer’s appointment comes the further an- 
nouncement that R. J. Martin, for the 
past four years a member of the group 
department, has been made group secre- 
tary. The Great-West Life already has 
a substantial volume of group insurance 
in force, exceeding $35,000,000 through- 
out Canada and in the United States. 
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“best opportunity in the field” 


An exact copy of part of a letter received from 
an agent who recently joined us. 


"In the meantime I have been care- 
fully studying the manual and some of 
the literature and I am certainly sold 
on the Company and its policies. . 


"I think this Company now offers 
the Salesman the best opportunity in 
the field, and I am speaking from a 
long experience in the business. 


"I certainly expect to put this 
part of the State on the map for the 
Bankers Mutual Life Company." 


Yours very truly, 


BANKERS MUTUAL LIFE Co. 
FREEPORT, ILLINOIS 


Founded in 1907 


S. D. 




















SALES MEETINGS 
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Plan Swampscott Gathering 





Agents of National Life of Vermont 
Will Hold Biennial Convention 
Sept. 19-21 





Coincident with the announcement 
that the first eight months of 1936 have 
shown a 23 percent increase in new 
business over the same months of 1935, 
and also an increase of insurance in 
force, the National Life of Vermont has 
completed arrangements for its biennial 
gathering of agents from all parts of the 
country, to be held at Swampscott, 
Mass., Sept. 19-21. 

About 300 will be present, including 
leading agents, officers and wives. Presi- 
dent Fred A. Howland will deliver the 
address of welcome, discussing “ 
Record of Life Insurance in Depression 
Years, 1930-1935.” The chairman of the 
convention is Vice-president Edward D. 
Field, who will preside at the opening 
session. For the first time the program 
arrangements were placed in the hands 
of a committee of agents, instead of be- 
ing directed from the home office. Ed- 
gar J. Tyler of Cleveland is chairman; 
John T. Bryson, Manchester, N. H., 
and Dayton O. Slater of Detroit com- 
plete the committee. 


Other Speakers Given 


Other speakers include Elbert S. 
Brigham, vice-president and chairman 
finance committee, and Dr. Hubert 


Greaves, professor of public speaking at 
Yale divinity school. On Sunday there 
will be facilities for recreational activi- 
ties and sight-seeing trips. There will 
be a shore dinner in the evening. 

At the Monday sessions, Charles W. 
Gammons, who for over half a century 
has been with the National in Boston, 
now a director of the company, will act 
as chairman. George H. Harris, public 
relations officer of the Sun Life of Can- 
ada, will speak on “Life Insurance—a 
National Asset,” following him will be 
the Rey. Fredric Olsen of Kittery, Me., 
who is a great favorite with New Eng- 
land insurance men, and Holgar J. 
Johnson, general agent Penn Mutual 
Life at Pittsburgh. 

After the noon luncheon L. P. Brig- 
ham, superintendent of agencies, and G. 
B. Young, vice-president, will become 
chairmen. There will be a round-table 
discussion of four topics, led by John T. 
Bryson, Manchester, N. H., agency; 
Chester G. Raymond of the Seattle, 
Wash., agency; R.,, P. ——— of the 
Manchester agency and Henry Gas- 
pard of Detroit; Francis Elleworth 
Baker of New York and A. S. Craft of 
Roanoke, Va.; General Agent Marc A. 
Law of Chicago and Herman V. Haas 
of Cleveland. 

The convention will close Monday 
evening with a formal dinner at the 
New Ocean House, with Edgar J. 
Tyler of Cleveland, chairman of the pre- 
gram committee, acting as toastmaster. 
Harry C. Spillman, a Kentuckian who 
has had a varied career in newspaper 
work and business, will talk. During 
the hours of relaxation, in addition to 
golf and bridge, there will be swimming, 
horseshoe pitching, tours and trips, and 
dancing, many of the agents’ wives ac- 
companying them to Swampscott. 

The convention will be preceded by 
a meeting of the general agents’ asso- 
ciation on Friday. 





Pilot Life Meetings 


President E. C. Green and Agency 
Manager J. M. Waddell of the Pilot 
Life addressed the meeting of its agents 
at Morehead City, Wednesday at 
Myrtle Beach, S. C. There were agents 
present at both places from respec- 
tive regions. Dr. H. Starr, vice- 
president and medical director, gave a 
talk on risk selection. Secretary J. W. 
Carson and W. L. Jessup, manager 
= promotion and advertising, gave 
talks. 





ts 


Peoples Life Agents’ Rally 





Producers and Home Office Men Atiend 
Annual Convention at French 
Lick Springs 
_E. O. Burget, uvaitnns Peoples Life 
of Indiana, presided at the annual 
agency meeting of the company x 
French Lick Springs, Ind. Leading 
agents from 10 states in which the cop. 





pany operates, home office officials ani 
employes were in attendance. Texas 
Among home_ office officials on the FP youst 
program were President Burget, who [B onfer 
gave the opening address; Dr. M, 7 & 
ee medical director, who spoke [ee 


“Early Mortality”; Arthur C, Loy. 
i vice-president and Manager of 
agencies; Randall G. Yeager, superin. 
tendent of agencies; O. I. Cohee, a. 
sistant secretary; Maurice Hartwell 
secretary, and Harold Smith, actuary, 

Leading producers who spoke were 
H. S. Jeffrey, Fort Wayne, Ind., dis. 
trict manager; O, L. Shaw, Michigan 
state manager at Lansing; David 6, 
Abrams, manager Chicago agency; Al, 
Lothamer, manager Detroit agency; 
Russell White * the Jeffrey agency, 





ssist 

Fort Wayne: L. Merman, Oakland, = t 
Cal., agency, and ae Kent, Muncie hin a 
Ind. Oct 
Entertainment included a breakfast. Be 


bridge Thursday morning; an automo- 
bile trip for visiting ladies to Spring 
Mills Park Friday, and the annual ban- 
quet and dance Friday evening. 


Yeomen Mutual Outings Planned 


Announcement of locations for the 
Yeomen Mutual Life Pioneer Club out- < 
ings for the next three years was made B | ~ 
on the return of Pioneer Club member —& 
from the company’s first outing at - 
Troutdale-in-the-Pines, Colo. ge: 

The 1937 outing will be held in Cali- % 
fornia, embracing trips for club members 
to Los Angeles, San Francisco, and San 
Diego. Eastern agents returning from 
California will go by way of Salt Lake 
City with a stop-over there. In 1938 the 
club will take its outing at Toronto, and F- 
in 1939 in Mexico City. More than 30 
agents won trips to the 1936 outing 
through high production records. 














Central Life’s Wisconsin Meet 


F. P. Carr, vice-president and general Fy 
counsel, and W. F. Poorman, vice-pres!- 





dent and actuary, spoke at a meeting at d 
Appleton, Wis., of agents of the Central Kre 
Life of Iowa held under the auspices of ies 
M. G. Fox, general agent there. Follow- rs 
ing dinner, the meeting was devoted to Lif 
discussion ‘of * ‘Prospecting by Mail” and ‘i 
“Educational Insurance,” led by W. ne 
Surkett of the Fond du Lac agency. floc 
1S 

Union National Meeting a ¢ 
Agents of the Union National Life ™ 


of Lincoln, Neb., met there to discuss BE De 
the results for the first eight months & 


and to lay plans for the rest of the ba 
year. } 

Secretary Bert Rogers reported Fi 75 
$1,000,000 increase in new business writ- Fo; 
ten the first eight months. He. said FP yo 
there had been no letup in life insut- FP <it 


ance sales due to the drought. The Fe pa 
agents were optimistic as to the out- ipa 
look for the rest of this year. > pre 





pe: 
New York Life Meet 
Approximately 125 members of New a 
York Life’s “One Club” from the south fs 
central and gulf departments attended 
joint educational convention at Signal 
Mountain Hotel, near Chattanooga. 
The meeting was conducted by How: 
ard H. Conley, Little Rock, and Roy S. Ja 
Minier, New Orleans, inspectors of de 


agencies for the south central and gulf — * 
departments. Charles J. O’Connell, — ™ 
agency assistant from the home office, F 
discussed the major benefits the policy- B 
holder receives under the various New 
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LIFE INSURANCE EDITION 




















' i ns. Other talks were made 
4 ee  Cohaes, Nashville agency 
. Thornton Buckner, Memphis 
irector; Preston Watson, Mont- 
agency director; and Nat C. 
Knoxville agency organizer. 










ts’ Rall 


Men Attenj 
French 


Hughes, 
Texas Prudential Meeting 

 s E, Kempner, executive vice-presi- 
ident; Rk. R. Cheatham, agency super- 


Fisor, and H. Gale Rogers, manager of 
Peary agents, were the home office 








ville, Tex. The program combined study 
of life insurance problems with recrea- 
tion. 





Southland Meet in November 


The annual agency convention of the 
Southland Life will be held in Dallas 
Nov, 9-11, Col. W. E. Talbot, vice-presi- 
dent and agency manager, announces. 
It is expected more than 200 agents wiil 
attend, 































Pordinary 5.  D . 
Ye ye Begenresentatives of the Texas Prudential : 
the Bre special agency convention at Min- Gulf States Meeting 
ual ee Nee es i 
‘ompany 7 Feral Weils, Tex. Fag annual convention of Gulf States 
Leading ae ife agents will be held in Dallas Sept. 

ch the “ Hold Camp Conference 21-23. The first day will be devoted to 
Officiais an¢ More than 100 company officials and business sessions and the agents will 
Ps Texas agents of the Seaboard Life of | spend the other two days attending the 
als on the ‘Houston attended the annual one-week | centennial expositions at Dallas and 
De who [conference at Camp Waldemar, Kerr-! Fort Worth. 

Jr. M, T. 
Who spoke Qa 
ur C. La A C 
a LIFE AGENCY CHANGES 
C edge 

onee, as. . ° e 

Hartwet (Ramsey Is Named in Chicago| Hartman Develops on Coast 
1, actuary, q 
poke were [Becomes Manager of Home Life of Alliance Life Vice-President Assigned 
ra Ba New York’s Third Office Opened to Expansion of Activities in 
' David G There This Year Western Territory 
gency; Al. ——- 
a agency; James F. Ramsey, home office field In the establishment of F. L. Hart- 
‘oo ' assistant of the Home Life of New York, | man, vice-president and former agency 
: oe has been advanced to branch manager | director of the Alliance Life of Peoria, 
ty Muncie, Bin a new Chicago office to be opened lll., as western manager in San Fran- 
breakf Oct, 1 in Suite 1109, One LaSalle Street | cisco, the company has initiated an 
gm ast. expansion program in the western and 

automo: Pacific Coast states. 









to Spring 
nual ban- 





















Planned 
- for the 
Club out- 
was made 
members 
uting at 
1 in Cali- 
members 
-and San 
ing from 
alt Lake 
1938 the 
onto, and 
than 30 
6 outing 
“ 
_— JAMES F, RAMSEY 
ener wee : 
Fagin building, the third unit to be set up in 
seting at the Chicago metropolitan area this year. 
Central i The first is managed by Messrs. Kaare 
pices of Krogh and Fred Fairbairn, appointed in 
Follow: [ 4?til, and the second by L. L. Howe, 
voted to formerly general agent for the Home 
ail” and Life in Minneapolis, appointed Sept, 1. 
, W. J. Messrs. Krogh and Fairbairn have just 
ie, moved into larger offices on the 10th 
° floor of One LaSalle street. Mr. Howe 
/ ‘son the 20th floor and there is also 
ig a collection office of the Home in the 


building. 

» Patrick H. Yeoman of Wilmington, 
Del, who has been in training at the 
' home office, has been added to the Ram- 
' Sey office. 

Mr. Ramsey went with the Home 
| Life in October, 1935, after nine years 
/ of field experience in life insurance. He 
/ worked his way through Drake Univer- 
| sity, Des Moines, Ia., on a part-time 
basis with a Des Moines life com- 


al Life 
discuss 
months 
of the 


eported 
3S writ- 
[e said 
insur- 

The 
le out: 





pany and upon graduation became a 
Producing agent. Then he became su- 
’ bervisor and general agent in Iowa be- 
tore going to New York. While in the 
i New — “8ency department he engaged exclu- 
south sively in training and supervising agents 
Roi 2 for general agents in the east. 
Signal ‘ 
— New Philadelphia Agency 
How- The Ohio State Life has appointed 
toy S. Jacob N. Sokohl general agent in Phila- 
rs of — ‘elphia, making the company’s second 
d gulf agency in that city. A. P. Aguirre, for- 
ynnell, mer president of the Two Republics 
office, Life, has joined the San Antonio agency 
olicy- ot the Ohio State Life under Monte M. 
New Brown, 











With a substantial amount of good 
persistency business from that territory 
already on the books, gained largely 
through acquisition of the Peoria Life, 
President M. A. Kern was encouraged 
to take immediate steps further to de- 
velop in California and neighboring 
states. General agencies will be estab- 
lished under Mr. Hartman’s direction 
and management in many principal cities. 

Mr. Hartman is a veteran with the 
Alliance Life and its associate, the 
Mutual Casualty of Chicago. He went 
with the companies in 1923 when the 
Mutual Casualty was organized by 
M. A. Kern and his brother, L. D. Kern, 
secretary-treasurer of the associated 
companies. 


Rutherford D. Moore Goes 
With Continental Assurance 








Rutherford D. Moore has been ap- 
pointed general agent of the Continen- 
tal Assurance with offices at 812 Union 
Bank building, Los Angeles. He is a 
son of C. I. D. Moore, long vice-presi- 
dent of the Pacific Mutual Life, and has 
conducted a general agency of that 
company in Los Angeles in company 
with D. M. Baker, Jr., but now withdraws 
from that firm. Both had been among 
the leading producers of the Pacific 
Mutual before forming the general 
agency in 1933, 


Reopen Oakland Office 


OAKLAND, CAL., Sept. 17.—For- 
mal reopening of the United Benefit 
Life and Mutual Benefit Health & Ac- 
cident agency here is being attended by 
home office officials. 

The agency is now being handled by 
C. L. Gurney, formerly of the home 
office, and will embrace all of northern 
California. 

Meanwhile, the suit brought against 
the companies by Pearl Jarvis, widow 
of the general agent who formerly man- 
aged the Oakland office, in which she 
charged alleged breach of contract, is 
to be transferred to federal court and 
will be placed on the docket there 
Sept. 22. 


Waddle Back with Occidental 


M. M. Waddle has been appointed 
general agent for the Occidental Life 
of California at San Bernardino, Cal., 
succeeding W. K. Shane, who will be a 





















A General Agent Speaking: 


"My interest in your company was first 
aroused when a friend showed me your new 
agent's contract. It is the fairest contract to the 
agent writing good business, | ever saw. The 
more | studied it, the better I liked it. It con- 
vinced me the Montana Life was a progressive, 


forward looking company. 


"My interest in the contract led me to inves- 
tigate the company. To say | was surprised at its 
superior financial strength in its twenty-six year 
record is to put it mildly. | checked and double- 
checked and the more | investigated, the more 
attracted | became to the Montana Life. So here 


| am in your service." 


MONTANA LIFE INSURANCE CO. 


Lee Cannon, Superintendent of Agencies. 


HELENA, MONTANA 

















MUTUAL TRUST 


LIFE INSURANCE 





TOWIN A OLSOR 
PRESIDENT 


“as murnennaeee vaITHPUL 


ONE OF THE LOWEST NET COST COMPANIES 
REGARDLESS OF AGE OR SIZE 


What desirable general agency openings in a 
purely mutual full level premium 3% reserve com- 
pany are now available? 


Twenty years ago there were many and those who 
saw and acted are the envied ones of today. 


We have a few opportunities left in Illinois, Iowa, 
Minnesota and Nebraska. 


MEN WHO BELIEVE THEY HAVE GEN- 
ERAL AGENCY QUALIFICATIONS MAY 
OBTAIN FULL PARTICULARS BY AD- 
DRESSING THE AGENCY DEPARTMENT. 
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personal producer. Mr. Waddle has had 
30 years of experience in life insurance 
work and first joined the Occidental in 
1914. Later he was general agent in 
southern California for the ordinary de- 
partment of the American National Life. 
He joined the Great Republic Life in 
1930 as home office general agent. He 
was Nevada manager for the Occidental 
at Reno, Nevada, from September, 1934, 
to June, 1936, when he resigned and 
returned to Los Angeles. His son, Jack, 
will be associated with him at San Ber- 
nardino as cashier and will also do field 
work, 





Johnson Heads Departments 


N. H. Johnson has become associated 
with Falconer, Dunbar & Picton, Cleve- 
land, heading the disability and life de- 
partments. He has been with the Aetna 
Life since 1922 and has had extensive 
training in the life and disability fields, 
specializing in inhertance tax problems 
and business life insurance.. He is a 
graduate of the University School of 
Cleveland and University of Michigan. 





E. F. Peterson General Agent 


E. F. Peterson has been appointed by 
the State Mutual Life general agent at 
Portland, Ore. He began in 1925 as an 
agent and has had home office and gen- 





eral agency work. He is a native of 
Oregon. 





Ellis Leaves Monarch 


Davis W. Ellis, Illinois manager of 
the Monarch Life with Chicago head- 
quarters, has resigned effective Oct. 15 
to take another position. Mr. Ellis, who 
is secretary of the Chicago Accident & 
Health Club, has been active in associa- 
tion affairs, having made a_ speaking 
tour during National Accident and 
Health Week. He conducted a general 
agency at Marion, Ind., for eight years 
before joining the Fidelity Investment 
Association, first as Chicago manager 
for six years and then as New York 
manager for two years. In 1935 he 
joined the Monarch. 





Smart Named in Reno 


As its first agency appointment in 
Nevada, the Beneficial Life of Salt Lake 
City has named Thomas L. Smart, with 
offices in the Wonder building, Reno, 
as general agent in charge of that area. 





Bawden Handles Sussex County 

C. J. Zimmerman of Newark, New 
Jersey general agent Connecticut Mu- 
tual Life, has appointed W. C. Bawden, 
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CALIFORNIA 


Barrett N. Coates Cari E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 


114 Sansome Street 
SAN FRANCISCO 





437 So. Hill Street 
LOS ANGELES 

















CONNECTICUT 
Frederic S. Withington 


Consulting Actuary 
317 Willow Street 
New Haven, Conn. 
Telephone 5-6231 
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ILLINOIS 


DONALD F. CAMPBELL — 
Consulting Actuary 


160 N. La Salle Street 
Telephone State 1213 
CHICAGO, ILLINOIS 























Specialty, Income Taxes of Insurance 


Companies 
WILLIAM W. CHAMBREAU 


Consulting Actuary and Tax Consultant 
111 West Monroe Street, Chicago 
Organization, Management, Tax Service 
Washington Office Investment Bldg. 








INDIANA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 























HARRY C. MARVIN 
Consulting Actuary 


307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 

















MISSOURI 








ALEXANDER C. GOOD 
Consulting Actuary 
Central Missouri Trust Company Building 
Jefferson City, Missouri 
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MILES M. DAWSON & SON 
CONSULTING ACTUARIES 





500 Fifth Avenue New York City 

















CONOVER, GREEN & CO. 
Actuarial and Insurance Consultants 


120 South LaSalle Street, Chicago 


Chase S. Conover Telephone 
Walter C. Green FRAnklin 3868 














HARRY S. TRESSEL 


Certified Public Accountant and 
Actuary 
10 S. La Salle St., Chicago 
Telephone Franklin 4620 














Established 1865 by David Parks Fackler 
FACKLER and BREIBY 
Consulting Actuaries 


Edward B. Fackler William Bretby 
8 WEST 40TH STREET NEW YORK 
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FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
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Fred E. Swartz, C. P. A. 
E. P. Higgins 
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manager of the Sussex county section 
of New Jersey. 

Mr. Bawden has been in life insur- 
ance work for a number of years. He 
was for about three years executive 
manager of the Life Underwriters As- 
sociation of New York City, two years 
supervisor of the C. D. Connell agency 
of the Provident Mutual Life in New 
York and also for about a year with 
the Master Salestalk Recording Bureau. 


Linn Toledo Manager 


Herbert H. Linn has been promoted 
from assistant manager of the Pitts- 
burgh ordinary agency of the Pruden- 
tial to manager of the Toledo agency. 
He began his service with the company 
as an agent in 1922, and was promoted 
to assistant manager on Oct. 1, 1931. 
During his service as a special agent he 
ranked among the leading producers. 








Great American Names Two 


W. R. Williams, in life insurance 
work ten years, has been appointed 
Dallas, Tex., general agent of the Great 
American Life of San Antonio. 

Paul Tally, formerly district man- 
ager Union Central Life, Corpus Christi, 
Tex. is now associate general agent of 
the Great American, with the B. S. 
Burgess agency of Corpus Christi. 





Opens Memphis General Agency 


The Kansas City Life has opened a 
general agency in Memphis, Tenn., with 
offices in the Goodwyn Institute build- 
ing, in charge of B. C. Fain as general 
agent. 


Takes New Post in Boston 


Myron E. Watson, who has been 
manager of the life department for the 
Boston agency of Boit, Dalton, Church 
& Hamilton for the last six years and 
becomes manager of the Fidelity Mutual 
Life in the Public Service building at 
Boston, served for three years in the 
Maine forestry service following his 
graduation from the University of 
Maine. He started his insurance career 
as field assistant at the Portland, Me., 
office of the Travelers and later was 
made assistant manager at the Boston 
office. He established the life depart- 
ment for Boit, Dalton, Church & Ham- 
ilton in 1930. He is chairman of the 
cemmittee on transportation in Boston 
for the National Association of Life 
Underwriters convention. 


Cassidy Takes Miami Agency 

A. R. Cassidy becomes manager of 
the Miami, Fla., unit of the Equitable 
of New York to succeed S. A. Burgess, 
who has been promoted to agency man- 
ager at Louisville, Victor E. Bearner, 
Florida manager, announces. Mr. Cas- 
sidy’s district includes eight counties on 
the lower east coast of Florida, with 
Miami and West Palm Beach as the 
two largest cities. He joined the Equi- 
table in 1924 when less than 21 years 
of age. He has been a consistently good 







producer, always accounting for $9599 
or better. For the past year and 4 bs 
he has been a field assistant in the p,, 
gess unit. He is a past president of , 
Miami Life Underwriters Associas,, 
past secretary-treasurer of the Flo: 
Association of Life Underwriters — 




















A. Grant MacKenzie to Windso; 


A. Grant MacKenzie has beep ;. 
pointed branch manager at Winds 
Ont., for the Canada Life. He j, 
viously represented the company ; 
Montreal and Detroit. a 



























Opens Hollywood Office 


The Pacific National Life has openg 
a branch office in Hollywood, Cal, wis 
John H. Ballentyne as manager, 















Paul Springer Lincoln Agent 


In a recent issue it was stated thy 
the Connecticut Mutual had appoint 
Paul Springer as general agent for \,. 
braska. Hugh E. Wallace of Omaha ; 
general agent for Nebraska and x. 
pointed Paul Springer as agent at Li: 
coln. 









charge O 


























GENERAL AGENCY NEWS 





Kemper Agency’s Open House 





General Mutual Life Home Office Offi- 
cials Attend Inauguration 


of Chicago Office 


Many friends and business associates 
of James S. Kemper, president of the 
Kemper group of insurance companies, 
Chicago, attended the opening of his 
new general agency of the General Mu- 
tual Life in Suite 1048, One North La- 


' Salle street, Chicago, this week. Super- 


intendent of Agencies C. E. Lindemann 
and D. C. Remmy, actuary from the 
head office at Van Wert, O., were on 
for the function. 

F. C. Thomas, vice-president Lumber- 
men’s & Manufacturers Mutuals, Inc., 
was host, and Miss G. Rauh, cashier of 
the new agency, was hostess. C. J. 








In cel 
F. F. Gordon Transferred Indiana | 
ducted 1 
F. F. Gordon, general agent Bankers & jubilee | 
Life of Nebraska, has been transferre; & when th 
from Sioux City to Spencer, Ia., wher Mi officially 
he will have supervision over si §& off this 
counties. lies, Se 
Indiana 
Callan Named at Racine central 
The Old Line Life of America has Ie Be" f 
appointed T. E. Callan general agen: & Mr. J 
with headquarters at Racine, Wis. \; jp »rokers 
Callan began with the company in 19 fp ‘ed 14! 
as a part time agent and four years late i accider 
was made superintendent. the Un 
newal 
Agency Notes manua 
Guerry Strong, Lincoln National Lif: inating 
army representative at San Antonio, likely 
Tex., has been transferred to Honolulu |B Chicas 
in the same capacity. 10uS Pp 
A. J. Eaton has been appointed distric B they © 
agent for the Aetna Life for Chippewa, — simple 
Luce and Mackinac counties in the Upper § be gre 
Peninsula of Michigan, with headquar- 
ters in Sault Ste. Marie. —_ 
Black Cat Sales Kit 
The Accident & Health Review ha 
prepared a Hoodoo Day sales materi — wo 
kit, showing samples of special black ” 
cat display card, black cat postal cari ; 
and the Hoodoo News. The kit i Th 
spiral bound and costs 20 cents. Fr-f— Mutt 
day, Nov. 13, will be the official Hoodoof on tt 
Day for 1936. Agents selling 13 acc build 
dent applications on that day will qua-— The 
ify for the Black Cat Club which now prov 
has over 300 members. The Hoodoo gene 
Day drive offers agents a special oppor fices 
tunity to cash in on the superstitions 0 is a 
their fellow men and is considered 2 cien! 
sales natural by managers and agents aw 
who have entered these drives in the ized 
past. Those wishing Hoodoo Day sale: 
kits can secure them from the Accident STA 
& Health Review, A-1946 Insurance \ 
Exchange, Chicago. ay. 
hee 
the 
bes 
and 
Br fro: 
gee 
Cooney, manager, who will have active bow 
charge of the agency, also did the hor- apy 
ors. An attendance of some 500 pet age 
sons was recorded. Buffet luncheon and 13 
refreshments were served. in 
First Office in Chicago he 
This is the first office of the Gen th 
eral Mutual Life in Chicago, it hereto- E. 
fore having been represented, howevé!, th 
by Mr. Kemper, who in his insuranct | 
headquarters on Sheridan road, Chr L 
cago, had a small life department pre 
viously. Manager Cooney will build é es 
full-time agency force, it being planned é 
to have about 12 agents under contract se 
by the end of the year. 4 d 
An unusual plan of aid to agents s 
offered, including a direct call list pre- I 
pared from leads secured through the \ 
Kemper group of companies. Mr. |” 





| Cooney formerly was one of the mat- 
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Continental Lloyds. He also 
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»edfield-McGurk Agency Is 
Observing 5th Anniversary 










” Redfield-McGurk Agency of the 




































is not familiar with the accident and 
health business. 

Both of the partners in the agency 
firm have demonstrated their capacity 
for leadership, not only in building the 
agency to its present proportions but in 
various civic and organization activities. 


Entertains Milwaukee Agents 


Raleigh R. Stotz of the Grand Rapids, 
Mich., general agency of the Mutual 














at W futual Benefit Eg b yy gm Benefit Life, had as guests the Milwau- 
ite. Mey nited Benefit | Chi ¢ gt ges S kee agency at a meeting last Saturday. 
Company ran ae Po cdi ieainn There were 75 present. There came 
-<Gurk in S, 1s d : 
we niversary. The two members from | the home ofhice i. G. Kenagy, 
ts fifth an Mf eet eatg -~ | superintendent of agencies. and A 
Office ui the firm took charge in Chicago in| pi d Ne agg ota 2S 
bo! 1931, without any previous ley, un erwriting executive. e two 
has op September, 1° that city, and have built | 28¢Mcies had just closed a two months 
rd, Cal, y neg genet pb: aM from about | COMtest on increase in production of 
nager p ts P . me business over last year’s record, which 
Ber, 154,000 at that time to nearly $750,000 : . 
$154, -. | was won by the Milwaukee agency. 
jay. When the agency was formed it : ; 
Agent today. : li The Milwaukee agency last year won 
-overed the Chicago metropolitan area : ’ : : 
q Naa : the president’s cup for its achievements 
stated th Mand the Calumet district in Indiana. In pr gee ot 
dl appoinses i933 it was given the ag wr Se Fae 
nt for \,.ffeentire state of Indiana and Mr. McGurk 
f Omaha i eal to Indianapolis to take direct Schoch Agents Meet 
and ay, jm charge of that territory. Nearly 80 Aetna Life agents attended 
ent at Lin. Two Offices in Contest the annual fall sales conference and 
In celebration of the anniversary, an party of the H. K. Schoch general 
: sare . : agency in Detroit. Round-table discus- 
rred Indiana vs. Chicago contest is being con- | *: ye 
ducted in September, to conclude with a “— of current paige problems, 
nt Bankers (jubilee dinner in Indianapolis, Sept. 26, ’ oo of e a et som 
transferre [ME when the new state offices there will be | ‘TO! Plan, iy meg t h ast a 
Ta., wher IE oficially dedicated. Mr. McGurk started | COnVention ory hs ? i ie a 
Over si Mf of this campaign with three special ral- ie bev Bes ae M the evening tolowe 
‘lies, Sept. 9 at Evansville for southern | °Y ©7t¢rtainment. 
| Indiana, Sept. 10 at Indianapolis for Garre 4 
ne central Indiana and Sept. 11 at South : tt ency Gathers 
nerica ha fe Bend for the northern part of the state. Thirty members of the northwest Iowa 
“ral agen [A Mr. Redfield has just sent out to 6,500 | agency of the Northwestern Mutual 
Wis. \(; E brokers in Chicago an extremely simpli- Life were guests of C. R. Garrett, gen- 
y in 19% § fied rate book and manual covering the | ral agent, Sioux City, Ia, at Lake 
years Jat accident and health policies issued by | Okoboji. President M. J. Cleary ad- 
"EE the United Benefit Life, which pays re- | dressed the sales conference. 
newal commissions. ‘The classification 
manual is cut down to 17 pages by elim- Patton Agency Conference 
onal Li | imating all occupations which are not The annual meeting of the Columbus 
Antonio fp likely to be met with in a city such as |agency of the Mutual Life of New 
Honolulu & Chicago, while the coverage of the vari- | York, comprising 27 central Ohio coun- 
ious policies and the classes on which | ties, under the management of G. A. 
1 district JF they can be written are presented in such | Patton, was held in Columbus. Prob- 
hippews, & simple and graphic form that they can | lems relating to life insurance and its 
he Upper F be grasped very readily by any one who ' application to the public were dis d 
eadquar. ve g pp p c were discussed. 
«.{ AS SEEN FROM CHICAGO 
material 
black f 
‘al card ACACIA BRANCH MAKES MOVE presided, President Talmage Smith being 
kit is The Chicago branch of the Acacia | 0ut of town. ae 
. Fr. Mutual Life has moved into new offices - bike Gi ae eae P ’ 
Hoodoo on the 22nd floor of the Lake-Michigan INSURANCE STOCK QUOTATIONS 
~ acc: F building, 180 North Michigan avenue. H. W. McKinney of G. L, Ohrstrom 
qua: f The offices are efficiently arranged and | & Co., Board of Trade Building, Chi- 
: now — provision has been made for a large | cago, gives the following quotations on 
oodoo F general office with a tier of private of-| the stock of life companies: 
oe fices for quality club producers. There ' Par Div. Bid Asked 
‘ons oR is a large training room and an effi- | Getme afte ...-. 28 28 3 & 
red 2 ciently arranged agency room as well as | Build. Life, Il. 1 2.. 1 3 
agents F a women’s department recently organ-| Central Life, Il. 10... a ee 
in the ized Cent. States Life 5  ... 3 
sales A, Conn Gen. Life. 10 “8040 41% 
° onn. en. ite. . 
cident } START CONTRA SE CONTEST | Cont. Assurance. 10 2.00 3 39° 
Irance ik “seein = =“ ” pea Farm. & Traders.100 10.00 210 225 
\ “contract bridge” contest to last 15 | Fed. Life, Chgo.. rr *: 
weeks, ending late in December, has Set ee ak io - 19% ies 
cetera eg Sc by the Chicago branch of Great South. Life 10 2.50 33 35 
the Travelers, with 16 capital prizes for | Life & Cas., Tenn. 2... 16 = 18 
vest production records in life, accident po Natl... 70 ries 3 HH 
and group business. The prizes range | Natl. Life & Ac. 10 1.60 65 75 
satin irom a 25-pound suckling pig, turkeys, ; New World ..-.. 12  .40 1% a 
ties geese, squabs, etc., to an unannounced | North Amer. .... 2 |... 3 3% 
ca booby prize. Business must be on an| Ohio National .. 10 1.00 (22 25 
- application presented—written basis, | Gio State Dite..100 10.90 225 
a agents being required to submit at least | Pacific Mutual a ae 3 4 
: 13 applications entitling them to 13 cards | Beoples Life, Inc. -60 18 = 36 
i order to play. There is also a con- Enitadelphia i. 3 “30 un” Ii 
test between staff members on a point | Rockford Life .. 10... 5 8 
am basis with various articles as_ prizes, a eines > sei ber an 
7e! the least being a guinea hen. Manager| Union Central 1: 20 1.20 35 45 
eto- E. B. Dudley announced the contest at | Wisconsin Natl.. 10 -50 16 18 
ver, the Monday agency meeting. oe 
= x * * NICKELL IS NEW “MILLIONAIRE” 
whi- LIFE ea a er : . 
wn vies SUPERVISORS RESUME MEETS H. K. Nickell of the F. H. Haviland 
a. The Life Agency Supervisors of Chi- | agency, Connecticut General, Chicago, 
wer cago held their first fall meeting, P. W.| Who has been in life insurance selling 
oe Cook, Mutual Benefit, and A. J. Johann- only four years, qualified for the Million 
‘en, supervisor Northwestern Mutual, Dollar Round Table at the Boston 
i digesting material given in the managers | meeting of the National Association of 
ss school held recently in Chicago by the | Life Underwriters in the club year 
he Life Insurance Sales Research Bureau. | ended Sept. 1, with $1,018,000 paid for, 
credit. Until four 





Vice-president B, J. Groves, Travelers, 
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YEOMEN MUTUAL LIFE 


Out of the rut—into bigger 
earnings—bigger opportunities! 
GOOD men really do “step 
out’ when they get into stride 
with this 40-year-strong fast- 
growing company. Openings 
available right now in some fine 
territories. 
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Next YEAR is our fiftieth anniversary. The 
1937 program has been planned to be a real 
celebration for our representatives whose en- 


deavors have effected our remarkable growth. 
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years ago he had no sellng experience, 
having been a broker in the leather trade 
for 17 years. He was for six years in 
that business at Chicago and before 
that connected with Swift & Co. in 
New York. In his first two years he 
did not produce unusual volume, but in 
1935 paid for about $500,000. While he 
was in the leather trade he was an active 
church and settlement house worker 
and prominent in civic organizations at 
Evanston, Ill. It is from these con- 
tacts that much of his production 
comes. 
* * * 

GOLDMAN AGENCY IN CONFERENCE 


The Van Goldman ordinary agency of 
the Prudential in Chicago held its an- 
nual all day conference this week, Man- 
ager A. Van Goldman and Assistant 
Manager S. A. Kent, reviewing the 
agents’ records, analyzing conditions and 








outlining sales programs for the ensu- 
ing year. 

salad * * x 

CHICAGO PRODUCERS HONORED 


Two Chicago men were honored at 
the western meeting of the Star Pro- 
ducers Club of the Columbian National 
Life at the Edgewater Beach hotel in 
that city. District Agent M. A. Weldon 
and General Agent E. E. Lamb both 
took prominent parts in the program at 
the business sessions, Mr. Weldon giving 
a talk on sales and service and Mr. 
Lamb discussing profits from brokerage 
business. They were also honored at 
the banquet Friday evening, being 
awarded medals for consistent produc- 
tion and for membership in the Star 


Producers Club. 
* * x 
Frederick Bruchholz, New York Life 
agency director and president of the Chi- 
eago Association of Life Underwriters, 
has returned from a vacation in Europe. 
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Six Notables on Peoria Card 


Palmer, Speicher, Patterson, Taggart, 
Smith, Johnston Address Con- 
gress Program 





The Peoria, Ill., association has com- 
pleted arrangements for its annual sales 
congress to be held Oct. 9, following 
the fall meeting of the Illinois associa- 
tion at the Hotel Pere Marquette at 
2 p. m., Oct. 8. 

Roy E. Davis, chairman of the sales 
congress committee, announces that the 
speakers committee, consisting of J. H. 
Wilson, chairman; S. S. Marshall and 
G. C. Fanning, has secured six of the 
nation’s most prominent life insurance 
speakers. The program is: 

C. R. Smith, district agent, Massa- 
chusetts Mutual Life, Ann Arbor, Mich., 
“Organized Selling.” i 

Grant Taggart, famous million dollar 
producer for the California-Western 
States Life at Cowley, Wyo., “Volume 
Through Many Applications.” 

Paul Speicher, Insurance Research & 
Review Service, Indianapolis, “The 
Logic of Life Insurance.” 

Gale F. Johnston, division sales man- 
ager, group office, Metropolitan Life in 
St. Louis, “Building Prestige.” 

A. E. Patterson, general agent of Penn 
Mutual, Chicago, vice-president and 
slated for président of the National 
Association of Life Underwriters, “The 
National Association.” 

Many Groups Cancel Meetings 


Ernest Palmer, insurance director of 

Illinois; “The Value of the Insurance De- 
partment.” 
‘ The program will be one of the most 
inspirational and educational ever offered 
the Illinois agents. Rather than to 
have their own October meetings conflict 
with this big event many associations 
over the state plan to eliminate the Octo- 
ber meetings, so their members may go 
to Peoria. 

Advance ticket sale is in charge of 
C. E. Thompson, secretary-treasurer, 
800 Commercial Merchants Bank build- 
ing;*Peoria:~ Advance reservations indi- 
cate a large attendance. 

* * * 

San Antonio, Tex.—Business insurance 
was the chief topic at the September 
meeting. <A discussion on the technical 
and legal aspects was led by Walter S. 
Symonds, general agent State Mutual 
Life; Alex H. Pegues, Jr., Connecticut 
Mutual Life, and C. C. Wolfe of the Union 
Central Life. 

*x* * & 

Detroit—Association members have 
been asked to express their preferences 
to types of meetings and time and place 
of meetings for the year. Round-table 
discussions are proposed to replace the 
present Thursday luncheon meetings. 

* * * 


Southern Idaho (Twin Falls)—Gale 
Baker of Burley was elected president. 
He succeeds C. K. Tatlock, Twin Falts. 
F. E. Galloway, Twin Falls, was chosen 
secretary-treasurer. 








California State Convention 





Karl L. Brackett of the John Hancock 
Mutual in San Francisco Is 
Elected President 





Visualizing for the California Asso- 
ciation of Life Underwriters a long 
range view of its problems and proper 
functions rather than the type suggested 
by “a volunteer fire department dashing 
madly about trying to put out a fire,” 
Karl L. Brackett, general agent John 
Hancock Mutual Life at San Francisco, 
elected president of the state body at 
Del Monte Sept. 14, made a plea that 
the life fraternity organize itself for a 
cooperative, friendly “but withal very 
definite” effort.to establish a friendly 
relationship with.the various legislators 
of the state. Mr. Brackett pointed to 
the value of supplying to these legisla- 
tors “the facts that are necessary in 
the proper shaping of legislation or to 
the recognition of inimical proposals as 
such.” 

Mr. Brackett’s entire message was di- 
rected to the building of proper prestige 
for life insurance and life men. Such 
efforts, in the opinion of Mr. Brackett, 
would do much to discourage inimical 
measures which are being constantly 
presented before legislatures of the va- 
rious states. He urged a _ systematic 
plan for publicity releases throughout 
the year with consequent establishment 
of the name of the California Associa- 
tion of Life Underwriters as a power 
for good. 

James Cowles, Provident Mutual Life 
at Los Angeles, was named vice-presi- 
dent and Jack Baird of the Equitable of 
New York at Fresno, was named secre- 
tory-treasurer. These officers together 
with retiring President Kellogg Van 
Winkle, and R. E. Murphy, Lincoln Na- 
tional Life at Sacramento, constitute the 
newly created executive committee. 
_.With Kellogg Van Winkle, manager 
Equitable of New York at Los Angeles, 
president of association the two years of 
its existence, in the chair, the meeting 
opened with presentation of committee 
reports... A number of amendments to 
the constitution were presented by Phin- 
ehas Prouty, Massachusetts Mutual Life, 
president Los Angeles association, as 
chairman committee on constitutional 
amendments. These amendments were 
unanimously adopted. 

Special committees were formed to 
submit reports to the newly created ex- 
ecutive committee on the bonding of 
agents; the non-resident agents’ law; 
elimination of taxes on the proceeds of 
life policies and modification of the pres- 
ent ruling of the controller’s office on 
death payments. Committee chairmen 
were as follows: bonding of agents, Kel- 
logg Van Winkle; non-resident agents’ 
law, F. J. Van Strallen, San Francisco; 
life insurance taxation, J. V. Hines, sac- 
ramento. 

“Suggestions for legislative action by 
the state association” was discussed by 








California Head 











KARL L. BRACKETT 


Karl L. Brackett of San Francisco, 
general agent of the John Hancock Mu- 
tual Life, was elected this week presi- 
dent of the California Association of 
Life Underwriters. He is one of the 
leaders in the San Francisco body and 
he is national executive committeeman 
of the San Francisco association. He 
entered the life insurance field in 1926 
and became general agent of the John 
Hancock Mutual in 1929. He was presi- 
dent of the San Francisco association, 
being elected in June, 1980. There were 
no other candidates presented for the 
presidency of the California body. 








Rolland A. Vendegrift, former director 
of finance of California and now branch 
manager at Sacramento for the Occiden- 
tal Life. In the absence of Commis- 
sioner Carpenter, who was detained in 
Los Angeles on matters concerning the 
Pacific Mutual Life, Harold Haas, ad- 
ministrative adviser of the department, 
gave constructive suggestions concern- 
ing proposed activities of the associa- 
tion, urging that definite objectives 
be set up, both legislative and otherwise, 
and that sufficient power through mem- 
bership be placed behind these objec- 
tives. 

John H. Riordan of Knight, Boland & 
Riordan, life insurance counsellors of 
San Francisco, decried the growing in- 
trusion of government. Mr. Riordan 
said that life insurance should be “fos- 
tered, encouraged and protected by gov- 
ernment.” 

“A little reflection,” he said, “will con- 
vince you that it is a matter in which 
you are intensely interested. If the fed- 
eral or state governments, which already 
furnish certain kinds of insurance, take 
one further step into the field of ordi- 
nary life insurance, there will be no need 
for life agents. You will have to look 
elsewhere for your ‘daily bread.’ If the 
federal and state governments continue 
to pyramid taxes, your prospective 
clients will not have the wherewith to 
buy or pay for new life insurance. If 
the ‘rabble-rousers’ succeed in selling 
any of their several vicious, inflationary, 
socialistic or communistic plans to the 
country, then investments of life compa- 
nies, which constitute their reserves, will 
be impaired or destroyed. In other 
words, while political charlatans are 
promising social security, they are ver- 
ily destroying individual and economic 
security.” 

*x* * * 

Philadelphia—The association is to 
have an annual award to the outstand- 
ing life underwriter of Philadelphia. An- 
nouncement of the plan was made by 
A. B. Levy, president, at the associa- 
tion’s third annual play day at the Over- 
brook Golf Club. The award, which is 
to be known as the president’s cup, was 
conceived by Sigourney Mellor, a former 










president. The cup was Presented t, y 
Levy for the association on behaif aa 
past presidents by Mr. Mellor, It thy 
during the dinner which wound a 
day’s activities which included go} A. 








nis, bowling, baseball and indoor 8Dor, a 
Mr. Levy presented Eugene O, Meera bh 
oldest living past president of the Phat Nas. 
delphia association. Winner of the ta 
gross was King Donnelly, of the Pern ual 
Mutual, who carded a 72. The tonal Ann! 
tournament was captured by Gabe b sur 
vine, who is the Pennsylvania single 
champion. Runner-up was Harold Cr 
burn. 7 
i sae Cont] 
St. Paul—Harold J. Cummings vio Insuret 
president Minnesota Mutual Life, sob Hermit 
at the first fall luncheon on the averap, 3 is 1 
life insurance agent and his chances 4 On | 
making a success. Mr. Cummings cit; reside 
specific cases of ordinary life men v Pr tion 
by hard and persistent work had yea, [Re (40 
and year out turned in a good volume sponse 
business. “® presid 
* KK Jones, 
of Ma 
Montreal — Monthly luncheons yj . 
start on Oct. 1, when J. E. Matthey, —, 
president, will be the speaker. In yig, ance 
of the large number of French-Canagja, J 1essee 
members a monthly luncheon will , dress 
held, conducted in the French languag, Je assist 
with a French-Canadian speaker, [, Mutu 
first luncheon of this section will be hei n 
at the end of September. — 
Amer: 
* Ox * ments 
Des Moines—The first meeting jy, Doug 
now been set for Oct. 6, when Gray dent, 
Taggart, Cowley, Wyo., is scheduled vf Casuz 
speak. 
* OK Ok ~~ 
Omaha—G, B. VanArsdall, field instry. ble 
tor, Equitable Life of New York, spo, fe (@!€ 
at the monthly luncheon meeting. 1, 
executive committee is planning the ap. 
nual membership drive. John Lafir, On 
general agent for Penn Mutual, is chair. McB 
aan. z 
* OK Ox dent, 
Joliet, Il.—A. C. Resek of the Chicag fe {S" 
branch of the Illinois insurance depar. Pren 
ment and Roy L. Davis of W. W. Durhar will 
& Co., past president Chicago Associ: Dur! 
tion of Life Underwriters, spoke on th terst 
new qualification law. Frar 
A strong resolution was adoptei Nati 
“objecting to statements made by Co ‘ 
Frank Knox regarding the safety ¢ on 
life insurance companies and objecting bein 
to his making a political football of the tive 
institution of life insurance.” [Dae 
x Ok Ox Ki 
Akron, 0.—At the opening meetiir “a 
this week Fred Zweifel,  presider: uw 
Ohio Association of Life Underwrit. ron 
ers, was a speaker. R. E. Kennedy ¢! spe 
the Akron association is vice-presiden Sou 
of the state body. tin, 
* * x Sch 
Fort Wayne, Ind.—Ralph O. Colby " 
general agent of the Franklin Life for cus 
Indiana, spoke this week. He is a men. noc 
ber of the Million Dollar Round Table § "7 
* * * day 
Milwaukee—Governor La Follette o! det 
Wisconsin spoke on “Government ani “R 
Insurance” at the first fall meeting. chi 
* * x dis 
Little Rock, Ark.—A. B. Hill, Unio Te 
Central Life, will review the book, “Th set 


Truth About Life Insurance,’ by Pav 
Speicher. Mr. Hill was formerly presi: 
dent of Ouachita College, Arkadelphiz 
and was at one time superintendent 0 
public instruction of Arkansas. 
* * x 
Springtield, Mass.—Paul C. Sanborn ¢ 
Boston, chairman publicity committee 0 
the convention of the National Life Ut- 
derwriters Association in his city nex 
week, was the speaker. He had t 
charter a plane to make the trip. He 
explained how publicity had_ create 
much interest in the forthcoming gath- 
ering. He said that there will be 4 
large attendance. 
* * * 
Macon, Ga.—Fred O. Lyter, assistat 
superintendent of agencies Connecticut 
Mutual Life, spoke on “Men and Meth: 
ods.” 


Another Coach Makes Good 


A new agent can often step right inte 
production as demonstrated by the ca‘ 
of Paul Tubb of the Dothan, Al. 
agency of the Protective Life. Resigt 
ing last spring as a football coach, he 
wrote 60 applications for a total of $99. 
500 in the past four months. Of this 
amount he has already paid for $66,000 
and an additional $11,500 has been de 
livered and will be paid for within 6 
days. Total delivered business amounts 
to $77,500. 
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he 9 
Nashville Meeting’s Program 


Annual Convention of the Industrial In- 
surers Conference Will Be Held 
Next Week 





lete program for the Industrial 
Bi Conference to be held at the 
Hermitage Hotel in no Sept. 21- 

92 ig now announced, : 
a ithe first morning, G. C. Woods, 
president Nashville Underwriters Asso- 
ciation, will give the welcome and re- 
sponse will be made by A. B. Langley, 
president Carolina Life. Peyton W. 
| Jones, president Bankers Health & Este 
| of Macon, Ga., is president of the con- 
' ference and will give his report. Insur- 
ance Commissioner J. S. Tobin of Ten- 
nessee Will give a talk. An important ad- 
dress will be given by Harry V. Wade, 
| assistant to the president of the United 
Mutual Life of Indianapolis, and chair- 
man of the Financial Section of the 
American Life Convention, on “Invest- 
ments of Life Insurance Companies. 
' Douglas Henry, National Life & Acci- 
dent, and C. H. Hutton of the Life & 
Casualty of Nashville, will discuss pa- 


ers. . 
? In the afternoon there will be a round 
table discussion of legal subjects. 


Tuesday’s Program 


99 


On the morning of Sept. 22, W. H. 
McBride, actuary National Life & Acci- 
dent, will give a paper on “Should In- 
dustrial Life Companies Charge Extra 
Premiums for Double Indemnity?” This 
will be discussed by E, T. Burr of the 
Durham Life and J. R. Leal of the In- 
terstate Life & Accident of Chattanooga. 
Frank P. Samford, president Liberty 
National Life of Birmingham, will talk 
on “Burial Associations,” the discussion 
being made by L. K. Arrington, execu- 
tive vice-president Standard Life, and C. 
E. Starnes, vice-president Imperial Life. 
Dr. C. L. Ridley, medical examiner, 
Bankers Health & Accident, will talk on 
“Industrial Underwriters.” C. M. Her- 
ron, vice-president Life & Casualty, will 
speak on “Claims and Risks in the 
South,” the discussants being T. B. Mar- 
tin, president First National, and J. W. 
Scherr, president Inter-Ocean Casualty. 

There will be another round table dis- 
cussion on legal subjects in the after- 
noon. 

The last session will be held Wednes- 
day when Prof. Gus W. Dyer of Van- 
derbilt University will speak on the 
“Economic Outlook.” Col. S. L. Lowry, 
chairman of the board Gulf Life, will 
discuss the paper. Dr. George H. White, 
Tennessee health department, will pre- 
= a paper on “Morbidity and Mor- 
tality.” 





Egenolf 30-year Veteran 


Charles A. Egenolf of Mt. Vernon, 
N.Y., superintendent of the Pruden- 
tial’s New Rochelle district, has become 
eligible for class F of the Prudential’s 
“Old Guard,” having served the com- 
pany 30 years. He started as clerk in 
the New York office in 1906, and be- 
came an agent in New York No. 10 dis- 
trict in 1911. He was promoted to as- 
sistant superintendent there in 1913 and 
in 1919 was transferred to New York 
No. 5 district as superintendent. He 
also served from 1929 to 1933 as super- 
intendent of New York No. 7. 





Gathmann to Cedar Rapids 


lhe promotion of Harry A. Gath- 
mann to the superintendency of the 
Cedar Rapids, Ia., office of the Pruden- 
tial is announced. He began his Pru- 
dential career as an agent in Milwaukee 
in 1927. In 1928 he was promoted to 
assistant superintendent of the Milwau- 
kee No. 2 district. 





Paul Motter, Ada, O., general agent of 
the Ohio State Life since 1919, died. 





Agency Turnover Big Subject 





To Be Discussed at Annual Meeting of 
A. L. C. Industrial Section in 
Dallas Oct. 15 





Agency turnover, one of the most im- 
portant problems in the industrial life 
insurance business, will be one of the 
main subjects discussed at the annual 
nieeting of the Industrial Section of the 
American Life Convention to be held 
in Dallas Oct. 15 during the 31st annual 
gathering of the convention at the Baker 
Hotel. A. G. Palmie, manager industrial 
department, Home State Life, Oklahoma 
City, will read a paper on “The Cost of 
Agency Turnover and Suggested Reme- 
dies.” 

Another interesting topic will be, 
“The Merits of Research Commended 
to Industrial Life Companies,” the sub- 
ject to be handled by F. M. Nettleship, 
secretary of agencies Equitable Life of 
Washington, D. C. 

The annual election also will be held. 
J. F. Maine, agency executive London 
Life, London, Ont., chairman of the 
Industrial Section, will preside. F. M. 
Nettleship is secretary. Mr. Maine at 
the opening of the Industrial Section 
meeting will pick out highlights in the 
industrial life insurance business during 
the year and point out problems and 
opportunities for development, giving 
his views. 

The Dallas program was prepared by 
the A. program committee, of 
which T. A. Phillips, president of the 
Minnesota Mutual Life, St. Paul, is 
chairman, and Daniel Boone, president 
Midland Life, Kansas City, and V. R. 
Smith, general manager Confederation 
Life, Toronto, are members. 

Many reservations have been made, 
the Dallas meeting offering officials of 
convention companies opportunity to at- 
tend the Texas centennial exposition, 
where Oct. 15 has been designated 
“American Life Convention Day.” 
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SAM CUMMINGS TO SPEAK 











oO. 


O. Sam Cummings, general agent in 
Dallas of the Kansas City Life, and 
secretary National Association of Life 
Underwriters, will be the speaker at the 
midtown managers meeting of New 
York City this week. 

* * * 


BOOKSTAVER AGENCY. MEETING 


Although life insurance comes as near 
perfection as any financial instrument, 
people are not going to buy it because 
they appreciate this or because of its 
wonderful record during the depression 
Manager James Elton Bragg of’ the 
Guardian Life in New York City told 
members of the Bookstaver agency of 
the Travelers in New York City, of 
which Elias Klein is manager. 

Life insurance must be sold in com- 
petition with the glittering material ob- 
jects which have a more immediate lure 
for the public’s dollars than so abstract 
and altruistic a thing as life insurance. 

The salesman’s problem, he pointed 
out, is to convert energy into dollars. 
The young prospect has energy but not 
much in the way of financial accumula- 
tions, The problem is to turn this en- 
ergy into money so it will be available 
when it is needed at older ages when 
energy is not so abundant. There must 
also be protection during this process of 
accumulation. Mr. Bragg summarized 
the sharpening up of sales methods in 
five words “Analyze, Organize, Visual- 
ize, Dramatize, Galvanize.” 

Other speakers were Judge J. J. Gold- 
stein of the New York court of general 





sessions and E, J. Sisley, Travelers, life- 
long friend of the late Mr. Bookstaver. 

Manager Klein announced that the 
paid business of the agency was 37 per- 
cent ahead for August. This year marks 
the 25th anniversary of Mr. Klein, and 
agents are staging a new business drive 
in his honor. 


Makes Bid to Policyholders 


Jefferson National Being Formed; Stock 
Campaign Waged Among Mutual 
Benefit’s Patrons 








The Jefferson National Life, which is 
being formed in Chicago, having re- 
ceived its charter in April and qualified 
under the “blue sky act” with the sec- 
retary of state in July, has as its prin- 
cipal purpose furnishing additional life 
insurance to policyholders of the Lafay- 
ette Mutual Benefit operated by the 
same interests. Under the mutual bene- 
fit law, only one policy can be sold to 
an individual. The Jefferson National will 
make its stock selling bid to Lafayette 
Mutual Benefit policyholders, according 
to Harry Chirelstein, president and at- 
torney-in-fact. The campaign wll get 
under way in about two weeks, the or- 
ganizers having just advertised in Chi- 
cago for security salesmen. 

Under the plan, according to the IIli- 
nois department, there will be a $200,000 
issue, par being $25 a share and the 
stock selling at $37.50. There will be 
8,000 shares. This, Mr. Chirelstein says, 
wll create $300,000 of which $100,000 
will go to the state as legal reserve and 
the rest will be used for organization 
and working capital. It is expected the 
stock selling will be completed in a year. 


Chirelstein Main Factor 


Mr. Chirelstein is the major interest 
in the organization, other incorporators 
being figure-heads chosen from the office 
personnel, including Fillmore Horwich, 
. B. Short, E. R. Robinson, V. F. 
Stark, B. M. Nadler, S. H. Merel and 

E. Merel. R. E. Chirelstein, a 
brother, also is shown as incorporator, 
but is not now actively interested in the 
organization, being in the manufacturing 
business. 

The Chirelsteins ten years ago made 
radio history, starting a radio tube busi- 
ness with $500 capital and, it is said, 
running it up to a $16,000,000 industry. 
Haroid Chirelstein was president of the 
tube company from 1922 to 1930. He 
organized the Lafayette Mutual Benefit 
two and a half years ago with 200 quali- 
fying members and has run the number 
up to 12,500. 


Detroit Connection Denied 


Mr. Chirelstein states that no policies 
will be issued by the Jefferson National 
until all stock is fully subscribed and 
paid for. The Trust Company of. Chi- 
cago has been appointed escrow agent. 
There is no connection, Mr. Chirelstein 
states, between the Jefferson National 
Life of Chicago and the Jefferson Na- 
tional Life of Michigan, which M. E. 
O’Brien started to promote in 1933, nor 
have any members of the Chicago or- 
ganization been associated at any time 
with the Detroit company. 


Grant Taggart to Speak 


Grant Taggart, million dollar pro- 
ducer for the California-Western States 
Life at Cowley, Wyo., will embark on a 
Washington, D. C., to Peoria, Ill, im- 
mediately after conducting a seminar at 
the convention of the National Associa- 
tion of Life Underwriters in Boston. 
Eleven local associations will be visited 
by Mr. Taggart as follows: Sept. 28, 
Washington, D. C., Sept. 29, Syracuse, 
N. Y.; 30, Rochester; Oct. 1, Buffalo at 
noon and Erie, Pa., evening; Oct. 2, 
Indianapolis; Oct. 5, Milwaukee; Oct. 6, 
Des Moines; Oct. 7, Chicago; Oct. 8, 
Cincinnati, and Oct. 9, Peoria. Mr. 


Taggart will speak at each of these 
meetings on “Volume Through Many 
Applications,” the topic on which he will 
address the Boston convention. 












QUALIFICATIONS 





@ FIRST 10 

among the first ten largest Acci- 
dent and Health producers in 
U.S.A. 


@49 YEARS OF EXPERIENCE 
IN THE BUSINESS 


@ FINANCIAL STRENGTH 
AND REPUTATION AS 
GOOD AS THE BEST. 


@ POLICYHOLDER'S SURPLUS 
OVER “TWO MILLION DOL- 
LARS. 


@TRULY A PIONEER COM- 
PANY IN THE FOLLOWING 
LINES: 

—Group Accident and Health 

—Commercial Accident and 
Health 

—Monthly Premium Accident 
and Health 

—Railroad Installment Accident 
and Health 

—Also designer and builder of 
special coverage to fill special 
needs 

—And in addition non-partici- 
pating life 


TERRITORY 


Operating from coast to coast 
with territory still available for 
agents who are qualified to prop- 
erly represent a Company with 
such qualifications. 
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Claim Men Gather at Seigniory Club 


(CONTINUED FROM PAGE 3) 





Royal Neighbors of America, Rock 
Island, Ill.; Union Cooperative of Wash- 
ington, D. C. and United States Life. 
George R. Kendall, president Health & 
Accident Underwriters Conference, was 
present and extended the greeting of his 
association. Dr. Eugene Russell, presi- 
dent, Association of Medical Directors, 
also extended the greetings of his asso- 
ciation and bespoke continued cordial 
relations between the associations. 


Gordon Gives Talk 


The first paper of the meeting, “Say it 
with a Smile,”. was read by Harold R. 


Gordon, Chicago, executive secretary 
Health & Accident Underwriters Con- 
ference. Mr. Gordon expressed his 


appreciation of the action of the associa- 
tion last year in electing him to honor- 
ary membership. He said the man in the 
claim department of an accident and 
health company who writes letters to the 
company’s claimants must be a good 
salesman. Every claim letter is a sales 
letter and if effectively written, will be 
an advertisement reaching many people. 
The job of maintaining good will is a. 
difficult task in the disability field be- 
cause of the human factor in that line of 
the business. 

The second part of the program was. 
under the leadership of Dr. William B. 
Smith, chairman medical committee and 
assistant medical director Connecticut: 
Mutual Life. Dr. Smith introduced Dr. 
C. C. Birchard, chief medical officer Sun: 
Life of Canada, and lecturer in medicine, 
McGill University, Montreal, who read 
an interesting paper on “Coronary Dis- 
eases in Claims.” The paper was dis- 
cussed by Dr. John C. Oille, assistant 
professor of medicine, University of To- 
ronto, and Dr. Lloyd C. Miller, associate 
medical director General American Life: 


Program on Monday : 


The session Monday afternoon, under 
chairmanship of A. G. Fankhauser, was 
devoted to discussion of several topics 
which will come up for further discus- 
sion later. J. H. Wainwright, chief clerk 
claims department Canada Life, spoké 
on “Attending Physicians.” Claims under 
policies limiting indemnity for non-con- 
fining total disability were discussed by 
W. C. Butterfield, chief adjuster Na; 
tional Casualty. C. O. Pauley, secretary 
Great Northern Life, Chicago, spoke on 
“Autopsies.” In the absence of Lee 
Wilks, assistant secretary Lincoln Na- 
tional Life, his paper on “Lump Sum 
Settlements” was read by F. M. Lyon, 
“Surveillance” was the subject discussed 
by P. J. O’Connor, assistant secretary 
General American Life. The final dis- 
cussion of the afternoon on “Termina- 
tion of disabilities and claims with par- 
ticular reference to cases requiring 
rehalilitation of claimants” was led by C, 
B. Hirons, eastern claim representative, 
Pacific Mutual Life, Chicago. The an- 
nual banquet was held Monday evening: 

Metcalf Gives Report 


President R. K. Metcalf, Connecti- 
cut General Life, confined his remarks 
to praise of the work of the various 
committees and called attention to the 
increase in number of member com- 
panies and to the publicity program of 
the press committee. Dr. C. C. Birchard, 
chief medical officer Sun Life of Can- 





ada, in his paper on “Coronary Throm- 
bosis,” declared that in recent years 
there has been a tendency to overwork 
the term. He urged greater accuracy 
on the part of claim men in their use 
of medical terminology. Claimants 
whose predominant condition is classi- 
fiable as arteriosclerotic heart disease 
may be classified under several headings 
and, he pointed out, there is no single 
physical finding, whether it be clinical, 
by X-ray or in the electro-cardiograph, 
which constitutes within itself evidence 
that the patient is totally and perma- 
nently disabled. Physical findings, he 
said, are of value only insofar as they 
help one to estimate the need of thera- 
peutic rest or the severity of disabling 
symptoms. 

The real factors in estimating liability 
of carriers are chest pains, undue fa- 
tigue, restlessness and necessity for 
thorough therapeutic rest. 

Dr. Birchard stated most companies 
recognize the necessity for therapeutic 
rest is a reasonable cause for initiation 
of and continuance of disability, and 
that the courts have a definite tendency 
to recognize that aspect of claims. 
However, it is seldom that therapeutic 
rest is necessary for more than a year, 
after an attack of coronary thrombosis. 
He said the only way to deal with ques- 
tionable claims is to place the patients 
in well run, well equipped hospitals for 
careful observation and study by skillful 
internists who understand the tenor of 
the disability clause and who appreciate 
that physical condition, no matter how 
abnormal, is not necessarily ground for 
paying disability benefits. The chief 
problem is to determine what are reas- 
onable activities for such patients and 
perhaps a very careful examination by 
a consulting internist may be necessary 
if the claimant be unreasonable. 


Mr. Hirons advocated choosing med- 
ical men examining an assured on a 
problem claim case from outside the 
realm of company examiners. He 
pointed out that during the past few 
years many companies have been forced 
to pay disability claims on policyholders 
whose actual disability may have been 
more fancied than real. The usual pro- 
cedure for examining these cases was 
not always satisfactory. For one thing, 
the company examiner did not always 
have the proper equipment, or his fee 
was not large enough to permit him to 
make as complete an examination as 
was advisable. Mr. Hirons told of how 
his company had established connections 
with outstanding specialists who, not 
being connected with the company, are 
able to give an unbiased report on any 
questionable case. 

A leading internist affiliated with a 
highly respected diagnostic clinic is pref- 
erable, he said, and after being ac- 
quainted with the company’s problem 
as to claim and policy provisions, he 
conducts an unbiased examination of 
the claimant. The consultant’s fee al- 
lows him to make a more complete ex- 
amination than could be made by the 
company examiner, the reports being 
made in emphatic terms and unbiased 
opinions rendered. Through this method 
the just claims may be detected from 
the unjust, and also the cases for re- 





habilitation. The just claimant is then 
high in his praise of a company willing 
to understand his case, while the unjust, 
fraudulent or malingering case is de- 
clined with such emphasis that the as- 
sured and his advisers do not continue 
the case through litigation. Cases for 
rehabilitation definitely are detected, he 
said, and the majority are amenable to 
the reasoning of these medical men and 
adjusters. 

R. W. Shackleford of Shackleford, 
Ivy, Farrior & Shannon, Tampa, Fla., 
spoke on “Recent and unusual disabil- 
ity decisions in accident, health and life 
insurance claims.” Mr. Shackleford said 
there were several rules which had been 
adopted in the various states with re- 
gard to the interpretation of the phrase 
“total disability.” Under the literal rule 
the insured must be unable to perform, 
not only the duties of his usual occupa- 
tion, but the duties of any other occu- 
pation, The so-called liberal rule was 
the result of the opposition to the literal 
rule. Under the liberal rule by judicial 
fiat the phrase “engaging in any occu- 
pation” was declared to mean the same 
as performing any duty pertaining to 
the insured’s occupation. 

However, the vast majority of recent 
decisions refused to apply the liberal 
rule and adopted a_ so-called middle 
ground under which was held the mere 
inability of an insured to pursue his 
usual, prior or customary vocation is in- 
sufficient, that the mere fanciful ability 
to engage in some occupation wholly 
beyond the assured’s normal capabili- 
ties will not preclude recovery and that 
the entire range of gainful pursuits is to 
be considered but in the light of the 
assured’s age, training, experience, edu- 
cation as well as his physical and mental 
qualifications. 

He said his review of the recent cases 
led him to the belief that the courts are 
rapidly coming to a realization that un- 
founded judicial liberality in allowance 
of disability benefits has worked to the 
very serious detriment of the public by 
depriving a provident class of their only 
means of providing against a rainy day 
when their earning capacity may be cut 
off by sickness or injury. 


Should Be General Policy 


Superintendent Pink of New York, 
spoke on “Arbitration and Claim Pro- 
cedure.” He said that a great many con- 
troversies which go before the courts 
can and should be adjusted without the 
delay and expense-of a jury trial or 
even of a court without a jury. Most 
cases are settled and most settlements 
are good settlements. Arbitration is a 
step somewhere between a _ settlement 
and a trial, Under the law of New 
York and 12 other states it has been in- 
corporated in the judicial structure and 
is just as binding as a court decision. 
In the development of arbitration there 
is involved more than the saving of 
money and the saving of time. The sim- 
plification of procedure makes for a more 
accurate appraisal of the dispute than 
the technicalities of court procedure per- 
mit. 

The speaker stated that to his mind 
arbitration had broad significance in in- 
surance and should be part of the gen- 
eral policy of claim procedure. It is ex- 
pected to save time and money but it 
is still more important as a force for 
mutual understanding and good will. 
Claim adjusters dealing with the claim- 
ants and the public make the reputa- 
tion of insurance. The old feeling that 
companies grab as much as they can in 
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premiums and pay as little as 
in claims is gradually disappe 
is no advantage to the compan 
less than the claimant is justly engi, 
to. Neither is it any advantage to mM 
off fraudulent claims with - nyis, * 
value settlements. If arbitration Pa 
be extended and developed in the i . 
ance field it must be largely through 
thusiastic support of claim adjusters, 

As chairman of the executive comm 
tee, Daniel J. Reidy, Guardian Life 
sented a special report on laws bas 
various states relating to claim a 
ments and penalties for delay, % 

John A. Millener, Rochester, gener 
counsel Columbian Protective, calle 
attention to a recent enactment in Ne 
York which makes it a misdemeanor t 
interview an injured person at a hos 
pital, take a statement or release with, 
15 days of the accident unless sent ir 
in writing five days before seeing th, 
injured party. Immediately before thy 
close of Tuesday’s session, President 
Metcalf appointed the nominating cop, 
mittee with George B. Smith, Monard, 
Life, as chairman, 

The first part of the Tuesday sessigy 
was devoted to two interesting and jp. 
structive papers. Herbert Adam, assi¢. 
ant vice-president and_ supervisor oj 
claims Penn Mutual Life, had prepare 
an exhaustive report on “recent and w. 
usual decisions in accident, health an 
life insurance claims other than disabjl. 
ity.” So that there might be intelligent 
discussion of the paper, it had been ser; 
in advance to members and was no 
read at the convention. Mr. Adan 
called particular attention to the ca 
of Griswold vs. Metropolitan Life, ¢. 
cided by the supreme court of Vermont 
July 15, 1935, which contains one of the 
finest expositions on the law of “acc. 
dental means.” The paper was discussed 
by P. J. Lane, associate counsel Bos 
ton Mutual Life; H. P. Gallaher, My. 
tual Life of New York and Ralph Hel. 
ler, Prudential. 


RECORDS 


Union Central Life—Climaxing a drive 
which produced $8,534,543 new paid for 
business in August, 115 agents and % 
managers and assistant managers at- 
tended the annual $250,000 Club conven- 
tion at White Sulphur Springs, W. Va 
Leading agent was A. A. Ebenstein, Los 
Angeles, who paid for $376,930 in August 
and who is president of the club. The 
C. B. Knight agency. New York, quali- 
fied the largest number of agents with 
22. Managers Harry Newman, Phil: 
delphia, and Herman Zischke, Chicago, 
were tied for second place in number 
of agents qualifying. A large home 
office delegation was headed by Pres- 
dent W. H. Cox. 


Old Line Life, Milwaukee—Report 
gains in both life and accident and health 
departments for August and for the firs! 
eight months. New written life insur 
auce in August was 18 percent above 
July, while accident and health increased 
5. percent. For the eight months life 
business was 23 percent higher and at: 
cident and health 37 percent. 


Canada Life—For the first part 
1936 considerable gains were shown " 
various new business departments. New 
ordinary insurance paid for the firs 
eight months was ahead by 10 percett. 
This is exclusive of annuity sales. In 
the United States, ordinary business was 
from 15 to 16 percent ahead. Grou? 
business in both Canada and the United 
States was also about 25 percent higher. 


Southland Life—August new business 
was 18.8 percent more than for the same 
month a year ago, and 8 percent above 
the preceding month, when the amount 
put on the books was 7.8 percent mort 
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than July, 1935. 


Mark S. Trueblood, Union Central Life, 
Los Angeles—Total new written bus! 
ness for August amounted to $1,052,246. 
Paid volume was $483,334. 


F. H. Haviland, Chicago, Connecticut 


General Life—Led the country in August 
with 35 percent increase in business 214 
to date for the year is 25 percent ahead. 
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| Sullivan and Lamping Win 
in Washington Primaries 















William A. Sullivan, Washington in- 
F wrance commissioner, ran away with 
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"the Democratic nomination for the of- 
fice he now holds in the state primary 
election. Col. George B. Lamping, a 
Seattle insurance man and formerly a 
E nember of the Seattle port commission, 
deieated Coral B. White, also of Seat- 
le and national councillor for the In- 
' surance Agents League of W ashington, 
: for the Republican nomination, | Finish- 
E ing in third place in the Republican race 
' was J. O. Rummens, chief deputy in- 
| surance commissioner under the late H. 
' OQ, Fishback. . 
Mr. Sullivan defeated his only oppo- 
nent, George E. Stokes, a Seattle life 
insurance man, by an overwhelming ma- 
| jority. The race on the Republican side 
was. much more closely contested. 
Colonel Lamping captured a large ma- 
| jority in King county (Seattle) and 
| Pierce county (Tacoma) where he is 
' widely known. Mr. White carried Spo- 
kane county and drew heavily in the 
rural sections. 


Colonel Lamping’s Background 


After Spanish American war service 
Colonel) Lamping returned to Seattle 
and with his brother, Evart, founded 
Lamping & Co., which is active in the 
northwest today. He disposed of his 
interest in Lamping & Co., to his 
brother when he entered politics in 
1918. In 1926 he established the Ore- 
gon-Washington Agencies, a general 
agency which represented the Detroit 
Fire & Marine in Washington and Ore- 
gon. He sold the general agency to the 
Washington General Agency in 1928 
and has since been writing insurance as 
a broker. 

Colonel Lamping has two brothers in 
insurance, Evart, now sole owner of 
Lamping & Co., who is president of 
the Northwest General Agents Associa- 
tion, and Sam G. Lamping, metropolitan 
manager for the General of Seattle group. 

Commissioner Sullivan is a former 
president of the National Association of 
Insurance Commissioners. 





Silver Anniversary 
Convention Is Held 
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G. F. McKenna, agency manager 
northern California, talked on ‘“Policy- 
holders Are Your Best Assets.” Render 
them efficient and business-like service, 
he urged, and the agent can expect their 
good will and cooperation. “Your cli- 
ents are your accumulating capital and 
will appreciate it if you will show a well 
organized plan for checking yearly on 
their insurance situation. Remind them 
that their present life insurance is the 
best property they own and resell on 
plans for additional protection in the 
future.” 

L. H. Fletcher, Cleveland, newcomer 
at the agents’ conventions, talked on 
“Time Control.” His wife is also his 
partner, spending several hours daily 
working up programs and doing detail 
work in preparation for sales. Every 
evening, he said, he becomes the execu- 
tive for the fellow who is going to be 
the salesman the next day. He plans a 
hard day for himself systematically. At 
the end of each month Mrs, Fletcher 
analyzes and summarizes results. He 
has averaged four hours field work a 
day; 35 percent of calls result in inter- 
views and two hours of soliciting time 
completes an interview; average insur- 
ance sold per interview is $522; one sale 
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is made for every 12 interviews; paid- 
for policies average $6,187. 

Dr. Dingman in his talk on “Double 
Selling,” said the agent impresses -the 
prospect with the insurance idea, but 
could not do that if the prospect first 
has not been impressed with the agent’s 
conviction and sincerity. Selling appli- 
cants to the home office is another func- 
tion of the agent. Agents are continually 
selling ideas to the company on what 
kind of business to take, what kind of 
policies to write, and what kind of set- 
tlements to make. The home office is 
continually studying conditions, funda- 
mentals and trends of the times in order 
to protect present policyholders as well 
as future, and must sell company policy 
to the field force. 

Vice-president Johnson spoke on the 
possibilities of service and volume by 
cultivating prospects of modest economic 
means. In 1935, he said, aproximately 
2,279,000 people filed income tax returns 
on an income of $3,000 or more a year. 
The approximately 200,000 licensed in- 
surance agents selling life insurance in 
this country could call on these $3,000 
a year prospects once a month and have 
much leisure time. “Any agency plan 
that is restricted to this upper class eco- 
nomic group is selective to a point that 
threatens to be suicidal,’ he said. “It 
would cut down on our agency forces 
and involve a drastic decrease in new 
business. Life insurance is a_ public 
service. Such a monopoly on happiness, 
security and freedom from fear should 
be made available to all men who are 
willing to make a reasonable sacrifice 
for such service. Our agency planning 
should recognize this fact. The little 
man is entitled to intelligent service. A 
considerable portion of our next $100,- 
000,000 should come from those who 
never pay Uncle Sam an income tax.” 


Requires Job of Merchandising 


E. L. Grant, Chicago branch life man- 
ager, talked on “Merchandising Insur- 
ance.” His office paid for $4,660,549 in 
1935. Life insurance, he said, should be 
merchandised the same as any other 
product. The public has built a barrier 
of sales resistance that is caused in a 
large measure by incompetent agents 
who do not know their subject or do 
not know how to approach a prospect 
so he is willing to listen. 

R. B. Smith, state supervisor for 
Michigan and Ohio, discussed salary in- 
vestment insurance. This is a form mid- 
way between ordinary and_ industrial 
insurance, affording weekly budgeting. 
“IT have been amazed to find as many 
as 30 percent of employes of large or- 
ganizations with no insurance whatso- 
ever prior to adoption of the salary 
investment plan,” he said. 


Prospecting Method Told 


Fred H. Schroeder, general agent 
Portland, Ore., gave an address on de- 
velopment of prospects. With delivery 
of every policy he gives his client a 
congratulatory letter which also is a 
questionnaire for listing names of busi- 
ness associates, neighbors, club and 
church members, and other. possible 
prospects. The blank. becomes the basis 
for service to policyholders and introduc- 
tions to buyers, furnishing an endless 
chain of prospects, he said. 

C. E. Thiele, Milwaukee, is secretary- 
treasurer of the General Agents & Man- 
agers Association, directors being E. L. 
Grant, Chicago; Luther Moor, Dayton, 
O., and R, M, Vetter, Madison, Wis. 


Take Auto Men’s 
Tip, Agents Urged 


(CONTINUED FROM PAGE 6) 


is the equivalent of about $200,000 of or- 
dinary life. Henry Kranz, associate 
manager, group department, also dealt 
with this subject at the first session. 

C. B. Merriam, director, Reconstruc- 
tion Finance Corporation, spoke on the 
work of the R. F.C. and told of his 
experiences in buying life insurance and 
his faith in the institution. Seward 
Prosser, New York banker, director of 








& Homans agency, New York City, gave 
the address of welcome which opened 
the meeting. 

Harold J. Rossman, superintendent of 
the Greater New York department, was 
in charge of both sessions of the edu- 
cational conference. 


Management Association’s 


Annual Meeting High Lights 





There are some outstanding features in | 


connection with the annual meeting of 
the Life Oftice Management Associa- 





New York City, will give a talk on 
“Principles of Coordination of Operat- 
ing Functions as Applied to a Life Com- 
pany.” Another interesting address will 
be by Col. E. J. McCormack, assistant 
coordinator Social Security Board, Wash- 
ington, D. C., on “Latest Developments 
in Social Security Compliance Proced- 
utes.” Col. McCormack was formerly 
general agent of the Minnesota Mutual 
at Memphis and later was head of the 
agency department of the Columbian 
Mutual Life of that city. Richard Bois- 
serd, vice-president of the National 
Guardian’ Life of Madison, Wis., will 


| have an interesting paper, “Factors In- 


tion at the Wardman Park Hotel, Wash- 


ington, D. C., Sept. 30-Oct. 3 that are of | ¥! a 
. “ ‘ | Life Company.” 


general interest. 

The first day will be given entirely 
over to a special conference devoted to 
educational activities of the L.O.M.A. 
Institute. C. K. Blackburn is educa- 
tional secretary and has charge of this 
special department. The institute carries 
on study courses for people in offices to 
make them more efficient in their work 
so far as office mechanics are concerned. 

President Gordon A. Hardwick of the 
L.O.M.A. in his address will touch on 
“Trends in Home Office Management 
During the Past Decade.” He is vice- 
president of the Penn Mutual Life. R. 
W. Porter, president Fundamerican Cor- 
poration, who is a consulting engineer in 


1H 





fluencing Acquisition and Renewal Costs 
which Occur During the Growth of a 
He has been making 
some special researches in this subject. 
. N. Rasely, executive vice-president 
Burdett College of Boston, founder of 
the Better Letters Association, will give 
a talk on “Better Letter Writing.” 

There will be a program of entertain- 
ment for ladies and one day there will be 
a luncheon at the home of Mrs. William 
Montgomery, wife of the president of the 
Acacia Mutual Life. 


Deszo Garay, Cleveland agent of the 
Ohio State Life, has completed eight 
years of consecutive weekly production. 
Leopold Szego, Cleveland, is completing 
400 weeks of consecutive weekly pro- 
duction. 





thousand. 
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“Sweetest Income 
in America” 


HAT’S what a “big time” 
life underwriter said of the 
side commissions obtainable 
from selling income protection. 


Increasing Life writings at the 


same time you sell income pro- 
tection depends on a plan. 


Our book “The Sweetest In. 
come in America,” outlines this 
plan now in successful opera- 
tion in a number of Inter. 
Ocean Agencies. 


If you are interested in an 
H & A connection with us, 
write for this booklet. 


Inter-Ocean Casualty Co. 
12th Floor American Bldg. 
Cincinnati, Ohio 














AS AN 


AIRFLOW CAR 


If interested in territory in 
Minnesota, Oklahoma, Tex- 
as or Missouri write today. 


MODERN LIFE 
INSURANCE COMPANY 


M. A. NATION, Vice-President & Secy. 
St. Paul, Minn. 








You will know all about the accident 
and health contracts of the companies 
doing 95 percent of the commercial bus- 
iness if you have a Time Saver. Order 


this $4 book now through The National 
Underwriter. 








Insurance Ad Men Meet at Rye, N. Y. 


(CONTINUED FROM PAGE 3) 





basis of establishment of a government 
monopoly. He declared that a public 
aroused in conscience and familiar with 
the operations of insurance will make it 
extremely difficult, if not impossible, for 
politicians to exploit the business to 
their own political advantage. 

Scientific Test of Copy 


Scientific testing of copy during the 
preparation of advertisements was advo- 
cated by W. S. Townsend of Townsend 
& Townsend, New York. Advertising 
is the greatest single force for making 
sales, he said, but it pays only in pro- 
portion to its excellence. Through re- 
search it has been established that there 
are 27 basic selling elements which may 
be used in an advertisement and every 
advertisement should be audited, dealing 
with copy and layout, before publica- 
tion to determine whether or not it con- 

| tains the necessary selling elements. 

This method, he said, will tend to 
eliminate waste, reduce selling cost and 
increase sales and earnings. It will 
readily reveal differences in design 
which are responsible for variation in re- 
sults. It will make it just as easy to 
identify a defective advertisement as it 
is to recognize a misspelled word. Ad- 
vertising scientifically constructed, there- 
fore, will pay bigger dividends in the 
long run. 

“The showboat of the world—does it 
forecast a new vogue in advertising?” 
was discussed by R. L. Johnson, vice- 
president of “Time” magazine. He 
described the new picture publication 
being brought out by that organization. 

W. Leslie Lewis, Agricultural, pre- 
sided at the meeting and introduced the 
speakers, A. E. Haase, vice-president 
and director of sales Rogers-Kellogg- 
Stillson, New York, had as his topic 
“Advertising Agency Development.” Mr. 
Haase was formerly editor of “Printer’s 
Ink.” 

Monday afternoon members of the 
conference were taken on an automobile 
trip to West Point. 

Following the dinner Monday eve- 
ning, Kenneth M. Goode, noted writer 
on .economic and advertising subjects, 
gave an address “Whither do the adver- 
tising signs point; how can the insur- 
ance advertiser keep pace,” in which he 
said the secret of successful advertising 
is to tie the product up with the need 

of the buyer. 

Through insurance advertising the 
public needs to be aroused to the neces- 
sity of keeping policies paid up. In- 
surance is more modern in its advertis- 
ing, Mr. Goode stated, than most in- 
dustries. <A criticism to be made today 
of many organizations is that their 
thinking and business methods are not 
as progressive as the products they sell. 
The National Broadcasting Company 
gave a radio presentation “Symphony 
of Life.” P. H. James of that or- 
ganization spoke on the radio as an in- 
surance advertising medium, pointing 
out benefits derived from the direct ap- 
peal of radio. 


David Gibson Presides 


David C. Gibson, Maryland Casualty, 
joint chairman program committee, pre- 
sided on Tuesday. The power of print 
was emphasized by H. L. Gage, vice- 
president Mergenthaler Linotype Com- 
pany. He analyzed various types of 
literature distributed by insurance com- 
panies pointing out how color and type 
styles can detract as well as add to pam- 
phlets and letters. 

Col. Harold Fowler, first deputy com- 
missioner New York police department, 
discussed how insurance companies can 
help police beat the automobile accident 
problem. He expressed appreciation of 
the campaign launched by the National 
Bureau of Casualty & Surety Under- 
writers and suggested that New York 
city be made an experimental labora- 
tory for the country in working out 
traffic problems. 

The meeting separated into group 











sessions, R. C. Dreher, Boston and Old 
Colony, and D. C. Gibson, Maryland 
Casualty, presiding over the fire group 
and A. A. Fisk, Prudential, heading the 
life session. In the fire group, Mr. 
Gibson discussed the accomplishments 
of fire and casualty advertisers in na- 
tional advertising and the results ob- 
tained. 

L. Lewis, Agricultural, led the 
talk on what is done by companies when 
they are asked to pay for a part of an 
agent’s special newspaper advertising in 
connection with special events. “Does 
controlled circulation affect the value 
of insurance advertising?’ was another 
topic introduced by J. W. Mason, Lon- 
don Assurance. The problems relating 
to help given agents in advertising were 
also discussed. An interesting subject 
was brought up by C. E. Freeman, 
Springfield Fire & Marine, regarding 
advertising in association papers. 

Among speakers in the life group 
was J. A. Pierce, John Hancock, who 
presented his ideas as to the resistance 
of the intelligent married woman to life 
insurance. He suggested that life com- 
panies direct their advertising, not 
specifically to women, but to the femi- 
nine psychology which reacts to a cer- 
tain type of advertising. Harold Tay- 
lor, general agent, Mutual Life of New 
York, told what agents prefer in ad- 
veitising. 

The technical problems involved in 
color advertising were described by 
A. H. Thieman, New York Life. A. H. 
Reddall, Equitable of New York, re- 
ported on a study made of the appeal 
in national magazines of life insurance 
advertising. Within a year, he said, 
every type of life insurance is covered 
by the 16 national advertisers. He ques- 
tioned the advisability of stressing re- 
tirement income too much, thus deviat- 
ing from the first fundamental of life 
insurance. Stuart Benedict, Metropoli- 
tan, sketched the history of that com- 
pany’s health articles which have now 
attained a monthly circulation of 25,- 
000,000, an increase of 9,000,000 since 
the program was started. 

Mr. Fisk discussed advertising rates 
of national magazines and newspapers. 
He stated that advertisers should join 
the Audit Bureau of:Circulation, as a 
safeguard to themselves. “Insurance 
Paper Publication Costs” were de- 
scribed by Nora Vincent Paul, vice- 
president the National Underwriter. 
The session concluded with a talk by 
F. E. Hammer, Frank Presbrey Com- 
pany, on the planning of advertising 
schedules for next year. 

The annual dinner was held Tuesday 
night with entertainment arranged by 
Frank Ennis, America Fore group. 

Mrs. Nora Vincent Paul of New York 
City, vice-president of THE NATIONAL 
UNDERWRITER, spoke of the great ma- 
chinery required of the up-to-date in- 
surance newspaper to keep abreast with 
the times, to have an adequate editorial 
and news gathering staff, well informed, 
located here and there in the country. 
Changes in the insurance business, she 
said, are rapid and drastic. Simply cov- 
ering the many conventions is a busi- 
ness in itself for the insurance paper. 
All up-to-date, proeressive insurance 
newspapers, Mrs. Paul said, do not hesi- 
tate to spend money to bring their serv- 
ice to the highest state of efficiency. 
The daily newspaper system has been 
adapted as far as it can to these insur- 
ance papers. 


Successful Women Agents 


Mrs. B. Ruth Loehr and Mrs. Rose 
B. Krohngold, both members of the 
S. A. Bardwell agency in Cleveland of 
the Lincoln National Life, have quali- 
fied for the quarter million dollar round 
table for women. They will attend the 
meeting of this group at the National 
Association of Life Underwriters meet- 
ing in Boston. They have qualified for 
the honor clubs each year since their 








affiliation with the company, Th 
women have established productiog 2 
ords surpassed by few male Member 
of the field force. . 


Governor Horner of Illinois 
Makes Pledge to Insuran, 





The Illinois insurance department sj 
and work have improved tremendoys 
in the last four years, taking front rank 
among the state departments, Govern, 
Horner of Illinois stated in a letter 
the Illinois Insurance Committee tj 
week, and, “so long as I am governo, 
the policyholders of this state may ¢. 
pect—and will have—a sound and ip. 
partial administration of the insurang 
laws, and those laws will be amende 
and strengthened as occasion requires 
and I shall appoint to office in that de. 
partment only men capable of giving 
that sort of administration.” The ]jj. 
nois Insurance Committee is nonpy. 
tisan and seeks to retain Ernest Palme 
as insurance director. Campaign acti) 
ties of the committee will be of an ey. 
cational nature, stated R. L. Davis, sta, 
chairman. “A great many men an 
women in the insurance _ busines 
throughout Illinois do not realize hoy 
efficiently the insurance department ha 
been operated nor the volume of busi. 
ness it supervises in Illinois. As Ill. 
nois ranks third in premium volume, i 
clearly demonstrates the necessity of 
safeguarding policyholders through the 
enactment and strict enforcement of the 
insurance laws of the state.” 


Members of Advisory Committee 


Among insurance men of [Illinois who 
have accepted appointments on the at- 
visory committee are: Allan I, Wolf, 
Associated Agencies; C. F. Nolan, Nolan 
& Co.; F. C. Bracken, Bracken-Camer. 
on & Co.; M. A. Zitzmann, general 
agent Midland Mutual Life, all of Chi- 
cago; T. A. Lauer, Northwestern Mu- 
tual, past president Joliet Life Us. 
derwriters Association; K. H. Sullivan, 
John Hancock Mutual Life, Quincy; J. 
J. Freund, Freund Agency, DeKalb; \. 
B. Marxin, Freeport; J. L. McGinnis, 
agent Metropolitan Life and past presi- 
dent Joliet Life Underwriters Associa 
tion; C, M. Larimer, agent Alliance, 
Tuscola; C. J. Komaiko of S. B. Ko 
maiko & Co., Chicago; J. Hawley Wil- 
son, Massachusetts Mutual Life, past 


president Life Underwriters Association ' 


of Peoria. 


Bar Asks More Coordination 


on Unauthorized Insurance 





In a revised report the committee on 
authorized insurance of the American 
Bar Association restates its recommen: 
dations made last spring for solving the 
problem and supplements them by urg- 
ing complete cooperation of all groups. 
All the parties interested desire that the 
problem be solved but there are differ- 
ences in opinions on the methods due to 
the widely different problems confront- 
ing insurance organizations and the indi- 
vidual insurance commissioners, the com 
mittee says. A practical point of view 
should be taken which would not 
shackle the insurance business. 

In its original report the commiitet 
held that uniform state legislation rather 
than a federal measure is the solu‘.on 
of the unauthorized insurance probl-. 
It suggested that more states requ re 
insurance companies to agree not to 
engage in business in any other st:te 
without first obtaining a license. An ¢x- 
ception permitting the writing of n* 
tional risks with proper restrictions ws 
suggested. 


J. P. Sullivan Out of “Index” 


It was announced this week that 
James P. Sullivan, who has been one o! 
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the editors of the “Insurance Index” of 
Louisville, has relinquished his connec: 
tion with that publication. 
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“LEGAL RESERVE FRATERNALS 





"Name Has Now Been Changed 


" Michigan Union Life Has All Its Ma- 
chinery Running in Succession to 
New Era Life 





| The New Era Life of Grand Rapids, 
Mich. 39 years of age, has now changed 
Fits name to the Michigan Union Life. It 
is the fifth oldest insurance company in 
the state. It has 100 agents. The change 
in names does not affect the manage- 
| ment, contracts or organization set up. 
‘It has 16,000 policyholders, 3,000 of 
‘whom reside in Grand Rapids. It has 
more than $16,000,000 of insurance in 
force and has paid in death claims 
' $3,000,000. It writes the standard forms 
* of legal reserve insurance. Its new busi- 
ness last year was five times the amount 
‘written in 1931. The assets have in- 
creased 79 percent in four years. The 
| Michigan Union Life occupies its own 
building at 126 Sheldon Avenue, Grand 
' Rapids. It operates branches in a num- 
her of Michigan cities. It has a Quarter 
' Century Club composed of those who 
tave been insured for 25 years or more. 


Started in 1897 
The company: was organized in 1897 


| by C. D. Sharrow as general manager 
' and Dr. A. M. Webster, secretary. 


0, Crozier, an attorney, was elected the 
The congress of the 


sentatives selected by the policyholder 
It selects 
the officers and the senate, which is the 


law making body. Gilbert L. Taylor, 
| the president, lives in Owosso. He was 
- inthe banking business for 35 years be- 


fore retiring to take care of his outside 
interests. Gaylord Nelson is general sec- 
retary and actuary, going with the com- 
pany in 1929. He spent three years with 
the Michigan insurance department and 
previous to that was a general agent in 
Oklahoma. At one time he was county 
treasurer of Gratiot county, having lived 
at Ithaca, Mich. He was at one time 
editorial writer on the Indianapolis 
“Times.” A. E. Hanson is general man- 
ager. He became district manager of 
the Michigan Union Life at Aurora, 
Mich., in 1926, became Grand Rapids 


_ office manager in 1929 and general man- 
" ager in 1932. Dale Souter, former Grand 


Rapids city commissioner and city attor- 
ney, is attorney and first vice-president. 


0. G. Brewitz of Benton Harbor is 


treasurer and second vice-president. G. 
D. Vanderwerp of Muskegon is third 
vice-president. 


Cooper Jackson Is Named 
Recorder, A. O. U. W., Kansas 


Cooper Jackson, editor of the “Kansas 
Workman” and actuary of the A. O. U. 
W. of Kansas, was appointed recorder 
and director, succeeding E. H. Stewart, 
resigned. The term runs to the next 
session of the grand lodge in April, 
1937, Mr. Stewart had held the office 
continuously since 1925. Advancing 
age and a desire to retire from active 
oo were responsible for his resigna- 
ion, 

Mr. Jackson has been actively asso- 
ciated with the A. O. U. W. since 1914 
When he became editor of the society’s 
pudlication and temporarily was re- 
corder when E. M. Forde, Jr., resigned 
from that post in 1924, continuing until 
Mr. Stewart was elected the next year. 











Many Congresses Soon to 
Hold Their Annual Meetings 


A number of state fraternal con- 
8resses soon will hold their annual ses- 
sions. The annual meeting of the In- 
diana Fraternal Congress will be held in 
the Claypool Hotel, Indianapolis, Nov. 








16-17. P. O. Bowers is the president. 

The Hawkeye State Fraternal Con- 
gress will hold its annual meeting at the 
Hotel Savery, Des Moines, Oct. 22. J. 
P. De Moor is president and C. J. 
Graves, secretary. 

The annual meeting of the Pennsyl- 
vania Fraternal Congress will be held in 
the William Penn Hotel, Pittsburgh, 
Sept. 4-5. President F. A. Service is 
in charge of the program. 

The Nebraska Fraternal Congress 
annual meeting is to be held in Hotel 
Lincoln, Lincoln, Neb., Oct. 5, with a 
banquet and ball in the evening. 





Below Opens Convention 


W. C. Below, president Fidelity Life, 
Fulton, Ill., gave the opening talk at the 
biennial convention in Detroit. Ses- 
sions were conducted for two days. The 
banquet and grand ball was held the 
first night. Delegates toured the city 
the second day, visiting Henry Ford’s 
Greenfield Village. L. E. Joslyn, De- 
troit, member of the board, was in 
charge of local arrangements. 


Modern Woodmen Case Up 


SPRINGFIELD, ILL., Sept. 17.— 
Federal Judge C. G. Briggle heard argu- 
ments in federal court here in the in- 
junction suit of E. H. Strother, Emil 
Ritter, and L. H. Ferguson against the 
Modern Woodmen of Rock Island, Ill. 
The business on hand was disposal of 
the Woodmen’s motion to dismiss the 
bill for accounting and appointment of 
a receiver. 

An affidavit by Ernest Palmer, IIli- 
nois insurance director, was considered 
in which he stated he believed the 
“Modern Woodmen of America is 
solvent and will be able to meet all of 
its policy obligations; that to presently 
prevent the operation of its business by 
injunctional order, the appointment of a 
receiver, or subject it to an accounting 
would result in irreparable harm not 
only to the society but to the hundreds 
of thousands of members.” 


A. O. U. Congress to Meet 


Executive officers of grand lodges of 
the A. O. U. W. will hold their annual 
meeting in Boston, Sept. 28-30, at the 
Bradford Hotel. The A. O. U. W. of 
Massachusetts will be host. 


Mary Duggles Is Elevated 


Mary Duggles, superintendent wom- 
en’s department Chicago Fraternal Life, 
was elected vice-president to fill the 
vacancy caused by the death of W. E. 
Gibbs. 











Miller Fills Vacancy 


Martin Miller of Fort Scott, Kan., 
was elected treasurer of the Standard 
Life, succeeding the late T. J. Sweeney. 


Fraternal Delegates Named 


The Association of Life Insurance 
Presidents will be officially represented 
at the annual meeting of the American 
Life Convention at Dallas Oct. 12-16 by 
a special committee of fraternal dele- 
gates: Henry S. Nollen, chairman, 
president Equitable Life of Iowa; A. T. 
Maclean, vice-president Massachusetts 
Mutual Life, and Geo. E. Merigold, gen- 
eral attorney Prudential. 


Paid Premiums in Travelers 
- Accident Drive in Increase 





The Travelers announced results of 
its supremacy campaign for: new acci- 
dent risks held April 6-June 27, with 
premiums payable to Aug. 24. Paid pre- 
miums exceed the total of a similar 
campaign held in connection with the 
70th anniversary two years ago, show- 
ing improvement in business conditions. 

Besides being a free-for-all contest 
among all accident agents, there were 





side contests between men in various 
cities. There was a contest between 
men who had been with the company 
less than a year, one, five, ten and 20 
years. W. W. Baker of Miami, Fla., 
was top man. Leading branch offices 
were Chicago, Dallas, Jacksonville, Fla., 
Grand Rapids, Mich., and San Francisco, 
in the order named. 


Watch Alberta Measures 


TORONTO, Sept. 17.— Insurance 
companies and other investment institu- 
tions are much concerned over the sit- 
uation in Alberta, where the social credit 
government has followed up its partial 
repudiation of interest with legislation 
designed to enforce reductions in pri- 
vate and municipal debts. One of these 
will make it illegal for any municipality 
of the province to levy taxes for more 
than 3 percent interest on its bonds. 
Another measure termed the reduction 
and settlement of debts act provides 
that private debts contracted prior to 
July 1, 1932, will be reduced by the 





amount of payments made since that 
time, whether such payments have been 
on principal or interest, the balance then 
remaining to be payable in 10 annual 
instalments without interest. For debts 
contracted since July 1, 1932, the maxi- 
mum interest rate collectible is 5 per- 
cent. 


Shreveport Managers Elect 


At a regular meeting of the Shreve- 
port (La.) Life Managers Association, 
the following officers were elected: W. 
F. Woods, Prudential, president; E. A. 
Labry, Metropolitan, vice-president; W. 
W. Teekell, Lincoln National Life, secre- 
tary-treasurer. 

The association plans to have a ban- 
quet early in January, honoring the lead- 
ing agent of each company whose man- 
ager or general agent is a member of the 
association. 


James F. Armstrong, Equitable Life of 
New York agent, South Pittsburg, Tenn., 
averaged $1,000 paid business per day 
during his first month in the business. 





Rovat Neteupors of America 





@ One of the largest fra- 
ternal benefit societies. 


Membership 
598,014. 


@ Operates home for 
aged dependent mem- 
bers. 


Admitted Assets 
$56,686, 146. 


@ Maintains fraternal 
fund to assist needy 
members. 


Total claims paid 
$87,937,415. 


@ Writes modern forms 
of life insurance for 
women, men and chil- 
dren. 


Insurance in force 
$467,330,469. 


@ Provides free health 
service. 


SUPREME OFFICE 
ROCK ISLAND, ILL. 











FORTY-ONE YEARS 


OF SERVICE 


Royal Neighbors of America was 
chartered as a fraternal benefit so- 
ciety in the state of Illinois on March 
21, 1895. Since that time the society 
has faithfully provided a dual service 
of insurance and true fraternalism for 
members numbering in the hundreds 
of thousands. 


The history of Royal Neighbors of 
America reveals that its fundamental 
principle of twofold service has been 
an outstanding success. This success 
is reflected in the steady growth of 
the society and in statistics which 
place Royal Neighbors of America 
among the leaders in its field. 
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Our Own Home Office Building 


now has over 


(Increase 118.8%) 


(Increase 77.8%) 





THIRTY-FOUR YEARS OF FRATERNAL SERVICE AND ACHIEVEMENT 


nO AID ASSOCIATION 


; The Aid Association for Lutherans has enjoyed 
a consistent growth since its organization in 1902 as a purely fraternal association, and 


$164,700,000.00 


Insurance in Force with Total Assets over $20,414,200.00 
A REMARKABLE SIX-YEAR DEPRESSION RECORD 
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During this period, the Association paid $10,511,993.72 to certificateholders and beneficiaries. 


FOR 
LUTHERANS. 


(Legal Reserve Life Insurance) 


APPLETON, WISCONSIN 


$ 9,330,284.14 
20,414,273.82 


$ 92,510,000.00 
164,736,045.00 














THE NATIONAL 





UNDERWRITER 





September 18, 193 











Forget Election, Klingman Advises 


(CONTINUED FROM PAGE 1) 





Praising the work of Harold J. Ross- 
man, agency superintendent of the New 
York department, Mr. Klingman ex- 
pressed confidence that Mr. Rossman 
would be successful in bringing the New 
York territory to its proper place in 
production. 

Improvement in the quality of agents 
was forecast by Mr. Klingman. 

“IT hope I shall be spared long enough 
so that I can say that we have only 
men and women connected with the 
Equitable who are making a living,” he 
said. He predicted that when that day 
arrives, it will not only mean better 
conditions in the life insurance business 
for the average producer, but it will 
enable the top range producers to write 
twice as much business as they now 


oO. 

A feature of the conference was a 
series of four clinics on prospecting, on 
increasing production in today’s mar- 
ket, and on “our policyholders, our 
greatest asset.” 


Direct Mail Technique 


In the prospecting clinic, of. which 
Manager Abraham Rosenstein was 
chairman, R. H. Barrie (Dunsmore) de- 
scribed his use of the company’s per- 
sonalized letters in prospecting. This 
method of giving advance notice is far 
superior to cold canvass, he said, adding 
that “if something has to be worn out 
I prefer that it shall be pants rather 
than shoes.” He also pointed out the 
necessity of choosing a type of letter 
which fits the particular agent’s per- 
sonality. 

The telephone book is too widely used 
as a list of names to be very effective, 
but other directories, trade association 
membership lists, and the like have bet- 
ter possibilities. 

Names of persons in office buildings 
who are not listed on the bulletin board 





Something You Can 
Really Sell! 


Introducing: 


The Money Back Policy 


®@ Refunds the premium if death oc- 
curs during term of policy. 


© Premiums payable for ten years. 


@ Restores depleted insurance 
estates temporarily at minimum 
cost. 


® Pays commission equivalent to 
Ordinary life. 


® Age 35—a premium of $10.40 
per thousand. 
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INSURANCE LOMPANY 
OMAHA. NEBRASKA 


ohn a Jarher 


PRESIOENT 





Tune in Station KFAB, Lincoln and 
Omaha, 770 Kilocycles, Every Sunday 
Evening at 5:55 P. M. 





may often be obtained from the build- 
ing superintendent with the aid of a 
box of cigars, and. not very expensive 
ones at that. In fact, it is amazing what 
punk cigars some of the™ like to smoke, 
he said. As an example of the need of 
exercising a certain amount of judg- 
ment in writing letters to prospects, he 
cited the example of an agent who kept 
sending direct mail advertising to a cer- 
tain woman prospect until the head of 
the insane asylum where she was con- 
fined finally wrote to the president of 
the agent’s company asking that the let- 
ters be stopped. 


Telephone Follow-up 


Mr. Barrie said he always used first 
class mail and followed the letters up by 
a telephone call. Three such ’phone calls 
to prospects who have received such let- 
ters will get one appointment, he said, 
and they are not forced interviews. 

L. H. Bunting (Wilson), one of the 
Equitable’s largest producers, warned 
against too intent and serious an ap- 
proach in dealing with prospects, especi- 
ally when calling on them cold. Peo- 
ple appreciate a friendly interest and the 
agent should get himself in the frame of 
mind where he really takes such a 
friendly interest in the people he is talk- 
ing to. It is very advisable to evolve 
a quick way of finding out whether a 
man is really a prospect or not, as it 
eliminates a lot of talk about why he 
can’t buy because he has a brother-in- 
law in the business or various other 
alibis. 


Receptionist Not Receptive 


Mr. Bunting said that wher he started 
out in the life insurance business he 
called cold on small offices where there 
was no “receptionist” as the reception- 
ist was usually not very receptive. Many 
of the persons in these offices had never 
been solicited by life insurance agents. 
The competition was not with other city 
agents, but where it existed was usually 
with the local agents in the town where 
the man lived, 

In getting referred prospects the im- 
portant thing is that the client shall be 
sold completely so that he will be en- 
thusiastic about the agent’s service, said 
Lester Salkow (Ott). Mr. Salkow al- 
ways convinces himself that the only 
real objection of the prospect is that he 
cannot afford the proposed insurance. 
He then gets him to agree that he would 
take it if he could afford it, that it is a 
good plan, and that he, Salkow, is a 
businesslike person and not a pest, and 
that any prospect to whom he was re- 
ferred would get the same treatment. 
He then asks the prospect for names of 
people who would be in a position to 
take advantage of this opportunity, sug- 
gesting several types of possible buyers 
in order to help the prospect’s memory. 
The final speaker on the prospecting 
problem was R. S. Knowles (Master- 
son). 

Field Among Women 


Miss Beatrice Jones, unit manager, 
Devitt Agency, spoke on today’s mar- 
ket among women prospects. This 
clinic was in charge of Manager W. G. 
Fitting. Many woman with adequate 
estates have daughters for whom they 
want to provide life incomes so that they 
will be certain of a minimum income 
in any event, Miss Jones said. Such 
women also frequently wish to reward 
servants who have grown old in service 
by leaving an income rather than a cash 
bequest. 

Many younger women whose parents 
sent them through college before the 
depression are now sending younger 
brothers or sisters through college be- 
cause the depression made the parents 
unable to do so. These cases furnish 
an opportunity for life insurance to per- 
mit the younger brother or sister to 
continue in college even though some- 
thing might happen to the older sister. 

Miss Jones warned men agents not 
to be misled into relying on the “get ’em 





young, treat ’em rough and. tell ’em 





nothing” idea, but to try to learn a little 
something about women. One of the 
principles to remember in interesting 
someone is to be interested in that per- 
son’s concerns, she reminded her hear- 
ers, She suggested that it is a good 
plan to treat a woman as if she knew 
“almost as much as you do.” 

The older man furnishes an excellent 
market today, said McCann 
(Rosenstein). The older man is more 
serious in his outlook, he is more inter- 
ested in bequest insurance, in arranging 
tax reductions, and is also financially 
better equipped to buy insurance or an- 
nuities than the younger man. Also the 
premiums are higher, meaning higher 
commissions. He has definite problems 
to solve, and the agent who helps him 
will be appreciated and can get refer- 
ences to other prospects. Recent tax 
changes are particularly interesting to 
older men who have some means, Mr. 
McCann said. 


Some Can’t Be Rushed 


David Kirchik (Johnson) warned of 
the danger of lumping all prospects into 
one class and dropping them if calls did 
not result in a sale by the third inter- 
view, Some prospects are much slower 
in making up their minds than others, 
he pointed out, and cannot be rushed. 
The use of letters and pertinent clippings 
sent to these slow-acting prospects not 
only serves to keep them from cooling 
off between interviews but helps them 
make up their minds without their real- 
izing that they are being influenced. 

Nathan FE. Backhaut (Herzberg), 
whose package-selling system has re- 
sulted in 74 cases for $240,000 since Jan. 
1, said that he goes to “suspects” say- 
ing that he has “little packages,” this 
one full of income, another having re- 
tirement values, and so on. He works 
on the theory that if a man can be in- 
terested in a little package it should be 
possible to get repeat orders from him 
later on, the same as in other fields of 
merchandising, 


Plus Production Factors 


Speaking on “Plus. Production Fac- 
tors,” in the clinic on that subject headed 
by Manager Milton Herzberg, D. A. 
Freedman (Rosenstein) stressed the ne- 
cessity of utilizing the small number of 
working hours that are available. He 
suggested taking the bum’s motto, “Keep 
moving,” saying that the agent's biggest 
problem is to know where he is going 
in the six or seven hours after he ar- 
rives at the office in the morning. 

B. Giniger (Harris) suggested the use 
of letters to bring about a closer rela- 
tionship with clients. One letter he uses 
is addressed to the client’s baby as soon 
as it is born. 

Charles Isaacson (Karsch) applied 
some pointers from a recent best-selling 
book to the life insurance business, 
pointing out that the “will to fail’ may 
hamper a man without his knowing it, 
and that the only way to overcome this 
is to act as if it were impossible to fail. 
S. C. Kraus of the Fern Agency also 
dealt with the subject of plus produc- 
tion. 

Using Noy-Medical Blank 


In the clinic on “Our Policyholders, 
Our Greatest Assets,” led by Manager 
T. M. Riehle, E. A. Vossmeyer (Pea- 
cock) urged the use of the non-medical 
blanks in selling to existing policyhold- 
ers. He said that in looking over his 
records he found that 52 percent of his 
business has been written either on old 
policyholders or through them, but that 
only one out of every 11 interviews is 
with a policyholder, indicating that one 
policyholder interview is worth more 
than 10 times one regular interview. 
Merely going to see the client is not 


ie 

enough, he said, but there must be $0 
means of getting action, and the Pen 
medical blank furnishes ‘this, His 9° 
proach is not to sell the policyholiy 
but to find out if he can get the the 
medical insurance just as a matter 4 
good business. After getting the ooles 
issued, he then proceeds to sell on the 
basis of needs. Enough of these ne, 
medical blanks will result in a Certain 
percentage of business, he said. Others 
who handled this subject w \ 
Waldeman. (Bleetsie), i 
(Riehle), and Myron H. Cohen (Davis) 
The prospecting problem got the bulk 
of the attention at the open forum, x 
which i ; 


, one agent said 
he used the following effectively: 

“If anything should happen to \; 
Brown, wouldn’t you like to feel that 
you had been instrumental in protec. 
ing his family? Because that might 
happen before a capable life insurance 
agent had reached him.” 

Another suggestion was that insteat 
of asking a man to write letters to his 
friends, an agent should get letterheads 
and envelopes from the client’s secre. 
tary and have the letters typed himself 
and return them for the man to sign, 
It is much easier for him to sign his 
name than to think what he should sy 
in introducing the agent. 

Another idea advanced was to be sure 
to get the space for references filled oy 
on the application blank and before the 
policy is issued to go around to each 
of these as an unofficial inspector of the 
Equitable and explain the proposition to 
each of the references, asking each one 
whether he believes the prospect should 
be entitled to this form of insurance, In 
this way, the reference is thoroughly a: 
quainted with the type of insurance pro- 
posed and is about 90 percent sold 
before the agent tries to sell him. 


Connecticut Mutual Gains 


Connecticut Mutual is continuing its 
gain of insurance in force, reporting a 
gain of $2,612,016 for August, bringing 
its total gain for the year up to $15; 
494,255. This eight months gain com- 
pares with a $9,476,519 gain for the 
same period last year. 

Commenting on these gains, H. H. 
Steiner, secretary, said: “Gain in insur: 
ance in force is the true measure 0! 
progress-of a life insurance company, in- 
dicating as it does a wider spread of the 
benefits of life insurance protection. The 
total of Connecticut Mutual insurance 
in force now stands at $929,650,991, 
covering the lives of nearly 200,000 peo- 
ple, and at the present rate of increase 
the year should end with a total o 
$937,000,000 in force. Although paid in- 
surance for the year is 7.7 percent less 
than the excellent record last year, there 
has been a decrease of 20.3 percent 1 
terminations for the year, bringing about 
the excellent gain of insurance in force. 


“Bill” Scanlon Good for Cigars 


William Archimedes Scanlon of Chi 
cago, associate manager of THE National 
UNDERWRITER is now double decked. His 
firstborn was a daughter and this week 
he has a'son. Mr. Scanlon was at Nash- 
ville when the alarm was sounded. He 
caught an airplane for Chicago, and 
overtook the stork at the city limits. 


— 


Talks on Investments 


James H. Daggett, vice-president 0! 
the Old Line Life of America, discussed 
“Life Insurance Investments” before. thé 
Milwaukee chapter of the Americat 





Institute of Banking. 








Semi-Annual Statements _ 





: Capital Asset 
Amer. National, Tex..$2,000,000 $ 58,725, 
Great Northern ...... 319,000 5,742, 
PROSIIX TOUUHAL ..cc0s  ecerees 202,601, 
Progressive Life. Ga..° 34,350 39, 
BHENANAGOAN § f5.....00 5000 500,000 9,240, 
PLAte PUtAl,  GO.. .p002* cavtue 1,525, 


s Ss m a 
072 $ 9,615,211 $ 8,802,153 $ 6,323,916 
066 132,716 1,412,536 1,277,323 
534 107,027 20,214,347 13,055,359 
869 3,168 57,224 57,017 
828 357,957 1,361,187 1,253,322 
633 311,404 1,690,545 189,014 
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| up with a letter or call. 
' makes it a practice periodically to go 
' over a list of his policyholders, analyze 
© their 
| those whom he believes ready for more 
' insurance. 
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ALES IDEAS AND SUGGESTIONS 











Sales Building Ideas Outlined at 


Star Producers’ 


Meet 








How to get business from the agent’s 
present policyholders, use of juvenile in- 
surance in building up life business and 
the need for action in any sales pro- 
gram were taken up at the western 
meeting of the Star Producers Club of 
the Columbian National Life at the 
Edgewater Beach Hotel, Chicago. 

One of the company’s leading pro- 
ducers, S. L. Calechman of New Haven, 
‘Conn., stated that almost all his busi- 
ness comes from his present policy- 

Iholders or from prospects referred by 
them and consequently he is seldom 


‘forced to do any cold canvassing. He 
' makes it a point to keep in touch with 
his present clients, either by personal 
‘calls or by direct mail, such as birthday 
' cards, etc. 


Birthday changes, he said, 
are important if the agent keeps a con- 
stant record of them and follows them 
Mr. Calechman 


insurance program and _ select 


This supplies him with a 
good share of his prospects. 


; Agent Should Not 


Hide His Calling 


One factor he emphasized is that he 
never hides the purpose of his call. He 
does not believe the life agent should 
attempt to obscure the fact that he is 
selling life insurance, because the prod- 
uct he sells is probably more important 
to the prospect than any other. He 


_ demonstrates his own belief in the busi- 


ness by carrying his own contracts with 
him at all times. He carries a good 
sized insurance program himself and he 
is able to secure the confidence of his 
prospects by displaying his policies. He 
thus demonstrates that he believes in 
what he sells. Recommendations from 
his policyholders are his greatest asset. 


_ He urged agents to take an active in- 


terest in community and civic affairs 
and to join as many clubs and organiza- 
tions as possible. Association with mem- 
bers of these clubs provides a valuable 





source of prospects and he stated that 
in one club in which there are 90 mem- 
bers, a great many are his policyholders. 
He also urged cultivation of accountants 
and auditors, as this profession has 
greatly increased in importance the past 
few years due to the growing demand 
for experts on taxes and estate man- 
agement. 

Mr. Calechman makes it a practice, 
wherever possible, to review all poli- 
cies held by a prospect, whether poli- 
cies are in his own company or not. It 
very often develops that the man who 
believes he has sufficient insurance will 
find, upon careful analysis, that his pro- 
gram is inadequate. 


Business Is Developed 
By Analysis of Program 


By pointing out to a client where his 
program is deficient, where settlement 
options should be utilized and other 
changes that may be necessary, he is 
often able to place business where at 
first it seemed impossible. He believes 
in talking big figures at all times be- 
cause this not only flatters the prospect 
but invariably results in a bigger sale. 
It is easier, he pointed out, to come 
down from a $20,000 policy to a $10,000 
policy than it is to begin by suggesting 
$5,000 and then, upon finding the pros- 
pect to be in the market for a bigger 
sale, to attempt to increase the policy 
suggested. He told how he became ac- 
quainted with a wealthy man on a train 
and eventually sold him a $30,000 an- 
nuity, On the surface, it did not ap- 
pear that a sale was possible because 
the prospect already carried $250,000 of 
insurance. 

Mr. Calechman subscribes to trade 
papers for various industries and is thus 
able to keep in touch with any business 
which is showing improvement. This 
provides him with a valuable source of 
prospects because, by following up such 
leads, he is able to contact executives 
in these businesses whose earnings are 
improving and who may be in the mar- 
ket for more insurance. This method 


has brought him considerable business 
from trucking operators, paper manu- 
facturers, motion picture salesmen and 
many others. 

Juvenile insurance provides an excel- 
lent additional selling tool, according to 
T. E. Allen, superintendent of - agen- 
cies at Kansas City. The agent who 
pushes juvenile insurance can not only 
build a substantial premium income 
from this source alone, but he will find 
it very helpful in developing life insur- 
ance sales. Many agents have also been 
kept in the business by selling this line 
because, in the case of new agents, 
sales in life insurance will not be very 
large for the first year or two and dur- 
ing such time the agent can augment 
his income by soliciting juvenile lines. 


Juvenile Line Gives 
Advantages to Agents 


Mr. Allen set forth three advantages 
to the agents in including this line in 
their sales program: Juvenile insurance 
opens the door to the children of the 
agent’s present policyholders, and not 
only may policies be sold on the chil- 
dren, but additional life insurance may 
develop on the policyholder himself. 
This line is also excellent when agents 
find that they are running out of pros- 
pects. Juvenile policies open up an en- 
tirely new field and the agent will 
find unlimited prospects. It will bring 
him into new homes and even where 
children’s policies cannot be sold, the 
solicitation affords contact with new 
prospects and sales of larger life poli- 
cies often result. Another very im- 
portant advantage is that when a juv- 
enile policy is sold it usually develops 
into future business when the children 
grow up and later get into business for 
themselves. 


Big Opportunity for 
Agent Who Will Work 


Some of the tremendous opportuni- 
ties in the life insurance business for the 
agent who will work and pay the neces- 
sary price, were outlined by J. 
Hastie, Chicago manager of the Mu- 
tual Life of New York. Mr. Hastie has 
been a $1,000,000 producer and leader 
for many years, having entered the busi- 
ness in 1924. He gave up a $10,000 per 
year advertising job to enter the life 
insurance field, feeling confident that 
this business would provide greater op- 
portunities for the future. He has been 





Four Worthwhile Ideas for 
Increasing Sales Are Given 





Four cogent suggestions are made in 
the monthly bulletin, “Whopurduces,” 
of the F. H. Haviland agency, Connecti- 
cut General Life, Chicago: 

“(1) Ben Franklin said, ‘People are 
better persuaded by reasons that they 
themselves discover.’ Therefore—the in- 
terrogatory approach. 

“(2) Be rigid about time control and 
records of business. The more busi- 
ness you have, the more fun it will be 
to review records, 

“(3) Keep active files of 31 prospects 
whom you seriously expect to buy. 
Have 9 o'clock closing appointments 
each morning: positive shove into the 
day’s work. 

“(4) a. See one man a day to secure 
prospects only. (b) Insofar as it is pos- 
sible, always place yourself in the other 
man’s position. (c) All sales ideas 
should be brief, terse and clear.” 








manager of the present agency for 20 
months, during which time production 
has been revitalized until in 1935 sales 
increased 52 percent. 

Age is no barrier to success in the 
life insurance business, Mr. Hastie de- 
clared, but emphasized that it takes ac- 
tion to accomplish anything, whether 
in this field or in others. Most agents, 
he said, possess much more potential 
ability than they themselves realize. In 
fact, they do not realize just how much 
ability they have until they apply pres- 
sure to themselves and push themselves 
harder than ever before. The life in- 
surance business is most attractive be- 
cause it offers the best pay for hard 
work. But, he pointed out, “you can’t 
‘swivel chair’ progress.” Motivation in 
selling is more important today than 
ever before and any agent who is will- 
ing to plan his work and then work 
his plan is bound for success. 

He urged agents to keep themselves 
physically fit, get the right kind of 
start every morning and approach each 
day with enthusiasm and eagerness. One 
advantage today is that brokers and 
bond salesmen no longer offer the com- 
petition they once did because life in- 
surance proved during the depression 
it is the safest investment of all. Mr. 
Hastie carries a book with him at all 





1935. 


For 





‘IT BROUGHT PROSPECTS 
EVERY MONTH’ 


—wrote F. P, Sanford, of El Campo, at the close of 
“Everyone likes to ride with a winner, and 

Southland Life's advertising plan for agents helped 
- me to be a winner." 


further 
Clarence E. Linz, First Vice-President, or Col. Wm. E. 
Talbot, Vice-President and Agency Manager. 


Southland Life Insurance Company 


Harry L. Seay, President 
HOME OFFICE 


information about this plan, write 


DALLAS, TEXAS 
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times containing recommendations from 
competitors as well as policyholders and 
he has found it very valuable in secur- 
ing the confidence of his prospects. 


California Life Leader to 
Address Fire Agents’ Meet 


SAN FRANCISCO, Sept. 17.—In- 
dication of a closer alliance between 
life agents and fire and casualty agents 
of California is seen in the invitation 
extended by the California Association 
of Insurance Agents to James M. 
Hamill, Equitable Life of New York, 
former president of the San Francisco 
Life Underwriters Association, to ap- 
pear as a featured speaker at the Cali- 
fornia agent’s convention in San Jose 
next month. 

Mr. Hamill is known for his leader- 
ship in putting into effective operation 
the so-called “Riehle plan” for the elimi- 
nation of part-timers and marginal pro- 
ducers and will speak on the funda- 
mentals of this plan. He is expected 
to tell of the practical operation of the 
plan and the companies which have 
signed the cooperation agreement. 

Mr. Hamill has just completed two 
years as _ secretary-treasurer of the 
California State Life Underwriters As- 
sociation and his appearance on the fire 
and casualty agents’ program will serve 
to bring the two organizations closer 
together.. Already considerable interest 
is being shown by both groups in plans 
of the other to combat what is gen- 
erally felt will be a “tough” legislative 
year, 


Education Needed to Meet 
Changes in Public Attitude 


KANSAS CITY, Sept. 17.—Approxi- 
mately 250 members of the Life Under- 
writers Association of Kansas City heard 
Dr. David McCahan, dean of the Ameri- 
can College of Life Underwriters, em- 
phasize the need of more thorough train- 
ing if life underwriters are to survive 
a new era of changing life in America. 

“The individual underwriter who fails 
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to adapt himself to the changes which 
have occurred during the past five years, 
and which still are taking place, will 
pass out of the picture,’ Dr. McCahan 
commented. More education is going to 
be needed to take advantage of a changed 
public attitude toward life insurance. 
During the depression $15,000,000,000 
was borrowed on life insurance, making 
it the RFC of the middle class; people 
bought it for its investment qualities, 
so that people now, for the first time, 
associate qualities of that kind with life 
insurance. There also has occurred a 
change in the conception of human 
values, especially of key men in business 
and industry. The depression proved 
that it is man power that counts in 
business and everywhere else. Dr. Mc- 
Cahan pointed to the changes induced 
by the federal social security act. In 
general he outlined the requirements for 
a well-rounded life underwriter in mod- 
ern times. 

Life underwriters also saw the film, 
“Joint Sales Demonstration.” 


Occidental Life Presents 
Bid for the Pacific Mutual 


(CONTINUED FROM PAGE 3) 


established for the old company in the 
last examination in July, is paid. The 
minimum guaranteed annual payment is 
$1,000,000. Payments to be made by 
the Occidental undertaking, within the 
limits of this provision, to give neces- 
sary assets to the old company to main- 
tain the non-cancellable claim reserves 
on new claims under $500, at a level 
that would at least provide commis- 
sioner’s proposal and full benefits; 
other new claims to be provided for ac- 
cording to the commissioner’s schedule. 


Further Payment to be Made 


Thereafter, an agreed percentage of 
the annual net profits of augmented 
Occidental, before dividends, to be paid 
to the old company until the remaining 
amount of this net deficiency, if any 
then exists, is paid, taking into consid- 
eration the value of stock and dividends 
on participating contracts, adjusted for 
fluctuations in net interest earnings on 
investments and for increase in expense 
and taxes. 

Separate and apart from the Occi- 
dental’s agreements, the Transamerica 
group guarantees to stockholders an 
opportunity within 10 years to sell for 
not less than $5 per share Pacific Mutual 
stock. The Transamerica group is to 
join with all or any group of Pacific 
Mutual stockholders in organization of 
a new company to write non-cancellable 
policies on an adequate rate basis, fur- 
nishing one-half of necessary funds up 
to $1,250,000, provided 75 percent of the 
non-cancellable policyholders consent to 
accept policies in the new company. 


President Kemp Resigns 


A. N. Kemp has resigned as presi- 
dent of the old company as has Asa 
Call, vice-president and _ general 
counsel. Both will continue in similar 
positions with the new company. Mr. 
Kemp explained that holding both of- 
fices presented certain technical diffi- 
culties. Harry J. Bauer, president of 
the Southern California Edison Com- 
pany, was elected president of the old 
Pacific Mutual. E. O. Overton of the 
law firm of Overton, Lyman & Plumb 
in Los Angeles succeeds Mr. Call in 
the old company. 

In the examination made of the Pa- 
cific Mutual by the California, Louisi- 
ana, Ohio, Texas, Virginia and Wash- 
ington departments, the actual deficit in 
the accident department was $23,$25,421. 
The surplus in the life department was 
$5,461,096, which left a net deficit with 
the company as a whole $17,564,375. 
The examiners in their report made this 
comment: “Considerable money was lost 
through a stock syndicate for employes 
and the making of loans to companies 
or concerns in which certain of the offi- 
cials were interested. These matters 
should be investigated.” 

President Giannini, in commenting on 
the offer to purchase of the Pacific Mu- 








Prominent General Agent 
Chicago Guest Speaker 








JOHN R. HASTIE 


John R. Hastie, general agent Mutual 
Life of New York in Chicago, and for- 
mer president Chicago Life Underwriters 
Association, was the outstanding guest 
speaker at the agency convention of the 
Columbian National Life of Boston in 
Chicago. Mr. Hastie is a convincing 
and forceful speaker. 








tual as it relates to non-cancellable con- 
tracts, said that the cost to his com- 
pany in payment on that department 
would approximate $3,000,000 imme- 
diately and $1,000,000 a year. He said 
that under the offer where the rehabili- 
tation plan of the conservator gave 
non-can policyholders 20 percent divi- 
dend, the policyholder would receive 60 
percent. Where it was 40 percent his 
offer would make it 70 percent, and 
similar ratios prevail throughout. 

In regard to the stockholders guar- 
antee to sell, it would not apply to those 
who purchased stock after July 22. 

In regard to the status of the new 
Pacific Mutual, President Giannini 
stated that he looked upon it as non- 
existent from a legal standpoint and he 
questioned whether it could really write 
any business legally. He declared that 
the Occidental was entering the picture 
not so much with a view to profit but 
because of a desire to maintain the in- 
tegrity and stability of life insurance 
on the west coast. 


Star Producers Club of 


Columbian National Meets 


__——_ 


(CONTINUED FROM PAGE 4) 


surance. This talk, along with others, 
is reviewed in greater detail in the sales 
methods department of this issue. N. 
R. Kinney, chief underwriter and as- 
sistant secretary at the home office, told 
how quick service on applications and 
cooperation of agents would bring divi- 
dends. He pointed out that his depart- 
ment has speeded up its machinery until 
now about 70 percent of the applications 
received are issued the same day. 
talk on accident and health insurance 
was given by George L. Dyer, of the 
Dyer Agency of St. Louis, substituting 
for J. J. Crowley, also of that agency, 
who was unable to attend. A sales dem- 
onstration featuring the income guar- 
antee plan of the Columbian National 
was staged by L. L. Howard, advertis- 
ing manager and W. R. Beardslee, 
agency supervisor. 

Other speakers on Friday included S. 
L. Calechman, New Haven, Conn.; 
Homer J. Buckley, president Buckley- 
Dement Company in Chicago and J. Y. 
Ruddock, home office actuary. A fea- 
ture was the presentation of motion pic- 
tures of Bermuda, which will be the 





scene of the convention cruise for , 

bers of the producers club in Janel 
1937, At the banquet Friday ¢yp 

long service medals were Presented 
several of the producers and Presi 
Sears gave a report on the condition, 
the company. The Columbian Nat, 
has made substantial progress in J 
he said, and its investments are jg 

cellent condition despite the preyaii 
low interest rates. Government hg 
have been increased until they now « 
stitute about 10 percent of assets 

declared that with the great impre 
ment in economic conditions through 
the country, the life insurance py 
was entering into one of the greate 
ereas of expansion in its history, 


Conference for Managers 


Saturday morning was devoted ty 
managers’ conference, with details 
agency management, recruiting ands 
methods being taken up. Better gel 
tion of agents was urged by H. D, jj 
layson, San Francisco; L. L. Howes 
advertising manager, told how ¢ 
could be made easier by use of liter 
ture prepared by the home office; W,} 
Beardslee, agency supervisor, outli 
Getails of a new educational progr 
Other speakers included V. J. Pobrig 
Denver; E. E, Lamb, general agent 
Chicago; Vice-president A. A. Mek 
and J. R. Hastie, Chicago manager 
the Mutual Life of New York. 
Hastie declared the life insurance by 
ness is unusually attractive for a 
who will work hard as it provides th 
best pay for the man with energy, } 
pointed out that most agents have 
niuch greater potential ability than th 
generally realize and he urged agentsij 
analyze themselves in an effort to eli 
inate faults in their sales or prosper 
ing methods. He predicted golden day 
ahead for life insurance, pointing ¢ 
that brokers, bond and _ security 
other investment salesmen no long 
provide the competition for the life ip 
surance agent they once did. 


Missouri Democrats Ignore 


O’Malley Issue in Platfo 


JEFFERSON CITY, MO., Sept. if 
—The Republicans under the leadershi 
of Jesse W. Barrett, candidate for go 
ernor, intend to make the most of Supe 
intendent O’Malley’s battles with ¢ 
fraternals. The Democratic party leader 
on the other hand, at the conventi 
here decided to ignore the fraternal fig 
after turning down a personal requé 
from Mr. O’Malley that the party it 
dorse his proposed new insurance colt 
The Democratic platform merely c 
fined itself to an indorsement of 
elective officers of the state, includi 
Governor Park, who appointed O’Mé 
ley superintendent. 

The Republican platform has this 
say about insurance: “We favor ament 
ments to improve the workmen’s colt 
pensation law. . .. We shall stop f 
oppression of the fraternal insuram 
societies and we pledge fair and hone 
enforcement of all insurance laws. 
the end that all policyholders of lil 
fire, and other companies or organia 
tions may be properly protected.” 

W. C. Ploeser of Ploeser-Mosel 
Watts, St. Louis, was chairman of # 
resolutions committee for the Rept 
licans. He also is a candidate for t 
state senate. John J. Nangle, vice-pres 
dent Utilities, St. Louis, was reelectt 
treasurer of the Democratic state col 
mittee. J. P. Aylward of Kansas Cif 
attorney for Superintendent O’ Malley 
the tax suits against the fraternals, 1 
reelected Democratic state chairman. 


Surgeon Added to Program 


The third speaker for the Tuesda 
evening session at the National As# 
ciation of Life Underwriters conventié 
in Boston will be Frank Howard Lahey 
prominent Boston surgeon. He will t 
on “Cooperation Between Physici 
and Life Insurance in Preventive Med 
cine.” . 





